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from 4” to 24”... 3 
"There is nothing finer 


than a DIAMOND’? DIAMALLOY 


Establish your store as one that carries a full line bs in 









of the long established and well known Diamond and 
Diamalloy Wrenches and Pliers. 
When you order adjustable wrenches insist on the 


Diamalloy Brand. Stocked by leading wholesalers. 


DIAMOND TOOL 71d /0/'Sh0e(, 
lan | 


- DULUTH, MINNESOTA «- TORONTO, ONTARIO 


EST. 1908 
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“NAT” STANDS OUT 


with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 

the most complete line of high quality fasteners. National makes it possible. 

Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking, 
more smartly businesslike fastener department. 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source buying. 
Consider the facts—all the advantages of standardiz- 


7 


exxexzazy’ 


ing on National fasteners—and make the National 
. . . . 7 
line your line, because it stands out in every way. Wi atltona / ’ 


Ask Your Distributor . . . He Knows e$ 


& 


biel 
tty 


NATIONAL SCREW & MFG. CO. OF CAL. 


Hy) crester ! HH 
3423 So. Garfield Ave., Los Angeles 22, Cal. easts igi 
Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio F 
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SO LIGHT... 
SO STRONG... 
SO SWIFT TO SELL! 


Now’s the time to get in—and cash in —on the 
zooming pleasure boat business. Sell Tubbs syn- 
thetic ropes for anchor, mooring, yachting lines. 
Tubbs Nylon*, Dacron*, and Polyethylene Ropes 
offer far greater strength than Manila — with far 
less weight. All are highly resistant to rotting, ma- 
rine organisms and water...can be stored wet... 
need no treatment... give smooth, easy handling. 


NEW POLYETHYLENE 

WATER SKI TOW ROPE KIT 
Comes in a handsome, see- 
through reuseable plastic 


*Tubbs Nylon Rope is made from Du Pont 707 nylon. Dacron is the 
Du Pont trade mark for its polyester fiber. 


container. The label on the colorful rope contains 
complete do-it-yourself instructions for making offi- 
cial single, double and combination water ski tows. 
On the shelf it’s a self-seller! 


REMEMBER—IT’S EASIER TO SELL ALL 
TUBBS ROPE...because of the versatile packag- 
ing. Self-serv Cartons with pre-measured, connected 
coils for Manila, Sisal, Cotton and Nylon. Ready- 
Measured Boxed Coils measured and marked every 
five feet for Manila and Sisal. Octagonal Cartons 
for full and half coils in all sizes and grades of 
Manila, Sisal, and Cotton. 

See your jobber and specify Tubbs — unsurpassed for quality since 


1856. For technical information on Tubbs rope and its uses, write 
Dept. H-12. 


ozea dey Vea 5 
COMPANY 


TUBBS 
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DISPLAY ISN'T IN 
YOUR STORE, 

YOU'RE LOSING 
EASY, EXTRA 
FILE SALES. 

ORDER FROM 


YOUR 


fe utetl pee 


amitit 
Fit 


| per? + = 
- oy 
‘ : rt 
FA -¥ + 
—_ Handle designed and made by th 


e 
Danco Mfg. Co.—a Nicholson subsidiary. 


BLACK DIAMOND WHOLESALER 
TODAY. 


This display for counter or pegboard free at the time of a 
basic stock purchase of Nicholson or Black Diamond skin- 


packed files shown. Display includes six each of retailer’s 
fastest selling files with Hi-Impact plastic handle. 


NICHOLSON <=> 


U.S.A. 
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Hramerica’s Finest 


"LDillers 


Gilsor .. ALL -ways the zmost 


Imaneuverable tiller ever made 


SUPER DELUXE — Rotating 
wheels lock in 4 positions or free 
swivel. Tills around shrubs and trees 
or side hills with ease. No other tiller 
can match this maneuverability — 
will outperform them all. 





SUPER STANDARD — A _ heavy 
duty tiller — rugged, dependable — 
has all the features you want — yet 
priced low. 


CORPORAL — A modern tiller that CADET — A low cost tiller with 

has trouble free design and depend- big features — adjustable depth 

able construction. control — quick maneuvering — 
deluxe «quality. 





~ 


- - 


+ 
> 
\ 


RENTER — Truly a heavy duty HOLIDAY -—— America’s safest Rid- 


tiller, designed for top profit per- 
formance and long life under rigor- 
ous Rental Service 


ing Mower! Seats two in a comfort- 
able adjustable seat. 


KUTUP — Built to handle all ma- 
terial. You can quickly make a com- 
post heap in a few hours. 





ALSC A COMPLETE LINE OF GILSON CONCRETE MIXERS AND CHAIN SAWS 


EsT. 19011 


Brothers Co. .. . sox «1... PLYMOUTH, WISCONSIN 
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Gilson Factories At: 
Plymouth, Wis. © Fredonia, Wie. 


Oostburg, Wis. © Greensboro, N.C 
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COMMENT — 


Another Greetings to the Trade 


_ In 1906, a few months after the disastrous earthquake and fire 
in San Francisco, HARDWARE WORLD was born. In fact the third 
issue of the magazine was the December 1906 issue. 

The first Christmas greetings presented in the editorial page of 
the new publication was a poem, that not only mentioned Christ- 
mas greetings, but also contained “Thoughts for the New Year.” 

Since then every editor has had an annual greeting to the 
trade, either in prose or poetry. 

_ In this year of 1959 we too want to add our Christmas greet- 
ings to the wide number of readers of HARDWARE WORLD. 

In trying to find subject matter for greetings editorial we keep 
going back to that first issue of “Thoughts for the New Year.” 

Each year the problems vary a little, but each year it becomes 
even more important to look ahead. Perhaps it would be better 
to say “Plan Ahead.” Your competition plans ahead and with 
great, expensive talent. For an independent hardware dealer 
who has to be a general manager, a sales manager, a personnel 
manager, credit manager, advertising manager, etc., etc. and ete. 
it becomes a difficult thing to add to his many duties that of a 
planner. 

In this day and age, however, you don’t just open the doors 
each morning and see what happens. If you do, you will find 
that one morning the door won’t open. 

It isn’t as hard to plan ahead as it might appear. Wholesalers 
and manufacturers are offering planning programs. For another 
thing, trade publications, particularly HARDWARE WORLD, offer 
you much help in planning for each month throughout the year. 
We try to plan our own editorial program to be of inestimable 
value to you in your planning. If we can do more, we are certainly 
willing. We would like to hear from each one of you as to how 
we could be of more help. 

This, then, is our greetinss to you: We wish you a very Merry 
Christmas and a Happy Year in which we hope we can be of 


greater help to you. 





IF YOU 
WERE THE 
CUSTOMER 





Which package would you choose? 


.« NATIONAL’S VISUAL PAC LINE DEMANDS ATTENTION... SELLS ON SIGHT 


Smart hardware merchandisers know that color helps sell. Do-it-your- 

selfers are impulse buyers . . . they like self-service displays where they WRITE FOR 
can choose visually what they need. National’s VISUAL PAC hardware FREE CATALOG 
ce , : ; TODAY 

is packaged in strong, transparent polyethylene bags—there’s no guessing 

what’s inside. For faster turnover with a minimum of floor space, in- 

vestigate the profit-possibilities of VISUAL PAC hardware. 


NATIONAL MANUFACTURING CO. 


16912 First Ave. Sterling, [linois 
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UPDATED & NEW 
HARDWARE FIRMS 


ALASKA 

ANCHORAGE — Fairview 
Hardware will become part of 
the Fairview Shopping Center 
now under construction on Gam- 
bell between Thirteenth and 
Fourteenth Avenues. Ralph 
Wofford is manager of the old 
store and will become manager 
of the new hardware store. 


CALIFORNIA 


BEAUMONT — The _ formal 
grand opening of Beaumont 
Hardware and Lumber took 
place here recently. Myril Beck 
and Earl Bebee bought the busi- 
ness in 1930. The Beaumont 
freeway forced the pair to move. 
A new 9500 square foot building 
was constructed at 1025 E. 6th 
St. plus 62,000 square feet for 
the lumber yard. Prizes and 
light refreshments were given 
away during the grand opening. 


HUNTINGTON BEACH—To- 
vatt’s Hardware store has 
moved from its old location at 
211 Main St. to the corner of 
Main and Orange Ave. The 
three day moving operation be- 
gan on a Sunday and semi-nor- 
mal business was resumed on 
the following Wednesday. 


LEMON GROVE — Leslie 
Phillips recently purchased the 
Spring Valley Lumber and Hard- 
ware Company at 3944 Willow- 
side Lane. “Bo” Justice was the 
former owner. Phillips is shop 
teacher at the Spring Valley 
Junior High School. 


PALO ALTO—A third branch 
of Palo Alto Hardware is 
planned for Fremont Corners, 
president David B. Haight an- 
nounced. The firm currently 
has stores in Palo Alto and 
Mountain View. The new out- 
let will employ approximately 
12 persons initially and have an 
area of 10,000 square feet. Lo- 
cation of the store is at Fre- 
mont Rd. and Highway 9. No 
manager for the store has been 
appointed as yet. 

(Continued on Page 10) 
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Another Campbell Chain 
Exclusive... 





PRE-CUT, PACKAGED CHAIN 


@ 3/16’, 1/4", 5/16”, 3/8” Proof Coil 
Chain . . . in lengths of 10’, 15’, 20’, 
50’ and 100’ . . . in attractive self- 
service packages. . 

@ Instantly identified by the rich blue color 
... tempered right into the chain, 

@ Pre-Cut to eliminate measuring and 
cutting. 

@ Pre-Packed for self-service and attrac- 
tive display. 

@ Clean—no dirty hands or clothing. 

@ Labeled for instant identification of 
grade and size . . . ready for pricing. 

@ "Measure-Mark”— marked every 5’ and 
color-coded in the 50’ and 100’ lengths. 


Contact your Campbell distributor or 
write direct for details. 


Pre-Cut, Packaged Chain also available in Hot Galvanized 


CAMPBELL CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif 

CHAI N WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif 

Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 





Merchandise Now In The News 








JET SPOUT pours liquids smoothly 
from most any container. Spout has 
built-in vent pipe which lets air in 
container for controlled pouring. Gas- 
ket seal fits openings from 1%, to 2% 
inches. Spring and chain hold cap in 
place—B & R Manufacturing Com- 
pany 
For Details Circle 101 on INQUIRY CARD 


SWIMMING POOL TEST SET is pro- 
fessional chlorine and alkalinity 
tester. Sixteen color standards are 
contained in sealed glass vials and en- 
cased in clear plastic block. Precise 
readings are made easy for hotel, mo- 
tel and public pool operators.—Indus- 
trial Specialties 
For Details Circle 106 on INQUIRY CARD 


RIDING MOWER is lightweight de- 
sign for homeowners. Power mower 
has 2.25 hp, four cycle aluminum en- 
gine and 21-inch reel with five cut- 
ting blades. Reelrider equipped with 
padded seat. Footrests and seat are 
adjustable. — Pennsylvania Power 
Mower Division 
For Details Circle 103 on INQUIRY CARD 


SPRINKLER HEAD for lawn and 
garden controls water pattern. Curved 
arm design eliminates side and back 
splash. “Precision-Jet” for use next to 
homes, patios and drives. Uniform 
coverage is assured without puddling. 
—National Rain Bird Sales & Engi- 
neering Co. 
For Details Circle 120 on INQUIRY CARD 








INSTRUCTION SHEET makes as- 
sembly easy in knocked-down wheel 


goods. Parts numbered and shown 
in blown-up sketch. Part numbers 
included for ordering replacement 
parts as needed. Assembly is fast 
with use of small hand tools.—The 
Murray Ohio Manufacturing Co. 

For Details Circle 105 on INQUIRY CARD 


SNOW PLOW has hand mower type 
handle of hardwood for more direct 
thrust. Cog tread six inch wheels re- 
duce slipping and skidding. Blade of 
Tru Blu “Go-Lite” snow plow de- 
signed to lift and slide snow aside 
rather than bull-dozing it.—The Wood 
Shovel & Tool Co. 
For Details Circle 116 on INQUIRY CARD 
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For additional information on 
any item shown on these 
pages, please circle number 
on the Reader Service Card, 
facing Page 48 in this issue 
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ROTARY POWER MOWER is 2-inch 
self-propelled unit. Whirlwind model 
has Power Handle which can_ be 
changed with the engine to power 
other work units. Vacuuming action 
and bag provides three-season use of 
mower for spring, summer and fall.— 
Toro Mfg. Co. 
For Details Circle 115 on INQUIRY CARD 


MODERN 
WOUSEROLD. —/ 


NAIL HOOKS for wall or cleats. Di- 
amond nail point makes it easy to 
drive. Angle or curved hooks meet 
needs for hanging tools or displaying 
merchandise. Hooks are zine finished 
and come six in package either angle 
or curved.—Chas. O. Larson Company 
For Details Circle 117 on INQUIRY CARD 
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SIX GALLON capacity sprayer fea- 
tures pump and tow handle as one 
unit. Relief valve is built-in for safety. 
Applicator on tank directs spray to- 
ward ground. Rubber tires make 
sprayer easy to move. Convenient 
drain plug on tank.—Universal Metal 
Products Co. 
For Details Circle 124 on INQUIRY CARD 








VERSATILE PLANTER with built-in 
depth gauge. Can be used for vege- 
tables, bulbs and small trees. Tubular 
steel “T” handle with reinforced blade. 
Available with wood handle without 
depth gauge. Gauge adjustable from 
23, to 74, inches.—O. Ames Company 
For Details Circle 104 on INQUIRY CARD 


SCALE MODEL TOY is replica of 
General Electric refrigerator-freezer. 
Shelves on quarter-scale model swing 
out. Roll-out freezer drawer will hold 
chill for some time after being cooled 
in “grown up” appliance. — Structo 
Manufacturing Company 
For Details Circle 122 on INQUIRY CARD 


TRANSPLANT PLANTERS are seed- 
ed in 25 popular flower and vegetable 
varieties. Seeds come pre-planted in 
growing material. Contained in brass- 
finished aluminum planter. Water only 
is added. Some Sure-Sprout planters 
do not need transplanting.—Benton- 
Kirby, Ine. 
For Details Circle 111 on INQUIRY CARD 


MOTORIZED SNOW THROW clears 
20-inch path through snow. Full-trac- 
tion wheels make unit self-propelled. 
Snow and ice are thrown up to 15-feet 
away through directional chute. Rotor 
height adjustable to clear gravel 
driveways.—Motor Wheel Corporation 
For Details Circle 102 on INQUIRY CARD 





UPDATED & NEW FIRMS 
(Continued from Page 7) 

REDWOOD CITY — North 
Fair Oaks Variety and Hard- 
ware reopened early in October 
after being burned out by a fire 
in July. A 10-day sale was ob- 
served with a clown and favors 
as added attractions. James G. 
Craft is owner of the store, 
which has 10 employees. Bruce 
Osborne is general manager. A 
new jewelry department has 
been added to the variety and 
hardware sections. 

SACRAMENTO—The pioneer 
Western paint and glass firm of 
W. P. Fuller has opened a new 
store here at 2624 Fulton Ave- 
nue. Manager of the new store 
is Roscoe Englen. 

SAN JUAN CAPISTRANO— 
November 1 is the date set for 
opening of a new hardware store 
in the Chade building at Capis- 
trano Beach. David Peterson and 
Kenn Lawrence will be in part- 
nership in the store to be known 
as Kenn’s Hardware. 


SANTA ANA — Grand open- 
ing of Bristol Hardware was 
held recently with prizes and 
special events. Owners of the 
new store are B. McGee and R. 
Drew. The new building, lo- 
cated at 1234 S. Bristol, was de- 
signed especially for the hard- 
ware business. George Chapman 
is managing the store. 


IDAHO 


ASHTON—Ross Wynn, owner 
of Wynn’s Hardware and Furni- 
ture, announced recently that 
they have affiliated with the Pro 
Hardware stores. These stores 
feature new fixtures and decora- 
tion along with up-to-date mer- 
chandising methods. The store 
remains locally owned and oper- 
ated. 


NEVADA 


PITTMAN—Lloyd Elliott and 
Alex Coroneos opened their new 
store, Elliott Hardware, re- 
cently. A feature of the store is 
the special service for “Do-it- 
yourself” home repairman. Cus- 





“Want Book 


PROFIT 


MAKERS 


Check your stock and re-order 
today. Bare spots lose 

sales! Ask your jobber for 
other famous Fuller 
self-service money-makers. 


}| FULLER| TOOL CO., INC. 


IY 3522 Webster Avenue, New York 67 


Fuller Preducts are made in US.A., England and other countries, of the highest quality materials, by skilled 
craftsmen . . . designed for service . . . and rigidly inspected to preserve Fuller Quality and Reliability. 


CASH IN NOW! 


GIANT 
88- SALE! 


The must 
line for 

the Turnover | 
Handbook 


| 
the NEW utter #88 Assortment | 
This self-service sales magnet is loaded with | 
popular, wanted tools—screwdrivers, pliers, files, | 
hammers, chisels . . . etc., each in a strong 
“see-thru'’ vinyl pouch . . . high-profit items at 
88c retail. 

GET this fast-moving assortment . . 
brimful, and just watch ‘em go! | 


ORDER or RE-ORDER TODAY! | 


. KEEP it | 


World's Largest 
Producer of Unbreakable 
Amber Handle Tools 
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tomers who wish to repair their 
own appliances find Elliott Hard- 
ware more than happy to order 
the needed parts, if they are not 
in stock. Most home repair ma- 
terials will be carried in stock 
in the small amounts required 
for minor repairs. 


OREGON 


GRANTS PASS — The Hub- 
bard-Wray store, here, is chang- 
ing its name to Grants Pass 
Hardware Company. Two stores 
are being operated, the original 
site on H street, and the new 
store at 362 Highway 99. The 
new store is named D. & M. 
Equipment Sales and is man- 
aged by Elton C. Dunken and 
V. R. Marsters. J. L. Bellinger 
will manage the H-street store. 
Enlarged stock and larger and 
more modern shop facilities for 
better service prompted the ex- 
pansion program. 


GRESHAM — Midway Hard- 
ware, a brand-new store in Mid- 
way Shopping Center, had it’s 
grand opening recently. Mr. and 
Mrs. C. L. Kelley, owners, for- 
merly operated Gresham Hard- 
ware prior to opening their new 
store. Midway Hardware is an 
associate store of the Janney, 
Semple, Hill Company, St. Paul, 
Minn. 


PORTLAND — Service Hard- 
ware, Coast to Coast Stores, 
have recently added a new au- 
tomotive accessory and parts 
department. Included in the 
items now carried are carbure- 
tors, fuel pumps, water pumps, 
oil filters and seat covers. The 
store is located at S. E. 52nd 
and Woodstock. 


WASHINGTON 


SEATTLE—Ernst Hardware 
Co. has leased the former West 
Side Dodge Agency building at 
4316 W. Alaska St., and will 
will move there from 4524 Cali- 
fornia Ave. before December 1. 
The new building contains over 
5,000 square feet of space. More 
parking for customers is pro- 
vided with a 175 x 115 foot park- 
ing lot. John Wills, vice pres- 
dent of Ernst, said extensive al- 
terations will be made, including 
a 25-foot addition. 
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FAST SELLING MOWERS AND TILLERS 
Quality Built to Sell Fast — Profitably 


Offer All 3 — Price, Features, Quality 
... With Mow-Master Mowers 


5 feature packed models designed for fast 
turnover. Unique new sales appeal in a short 
inventory line that covers all your market 
needs — that’s the new Mow- Master line for 
60. From promotion models to deluxe self- 
propelled, Mow-Master gives you more 
saleable features. For example, Model 620 
has full 22” cutting width, low-tone muffler, 
2'4 hp. Briggs & Stratton engine, 4 position 


controls on handle. 
Model 620 


Climb on the New Profit Bandwagon 
With Mow-Master Riding Mowers 


Profit from the trend to riders. Sell Mow- 
Master Fairlawn riders — priced to sell 
to the big mass market. The Fairlawn 
550 is built for people who demand the 
finest. The Fairlawn 530, like the 550 
has automotive styling, steering, trans- 
mission and differential. The new Model 
510 is a promotionally priced — feature 
packed Mow-Master rider that is de- 
signed to capture the low-end market. 
Model 550 


Get your share of the Big Volume 
Big Profit Titan Tiller Business 


Here are two budget priced profit makers with 
unique features for home gardeners. Both are 
quality built, with 3 hp. engines... cone type self- 
adjusting clutch .. . adjustable depth control... 
extension tines . . . adjustable transport wheels. 
Priced for big volume mass market selling. 


Propulsion 


ENGINE CORPORATION 


7 510 Marion Ave. 
Model 2033 South Milwaukee, Wisconsin 
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EXAMPLE #1 
OXCO ROOFING BRUSHES 


A full line of 
volume sellers in 
THERE’S GOOD a wide variety 
of styles for hot 


PROFIT FOR YOU IN or cold appli- 


cations. Stock 
the Tarboy, 3K 


Oo X C @) Nickelac. 
EXAMPLE #2 7. | 

ops for general 
OXCO SCRUBS = cleanup work. A 


complete line with 
many choices of 
block styles, fill- 
ings, finishes. 
Stock Cornell 
W. T., Brant, 


BRUSHES tm 

















EXAMPLE +4 
OXCO SCRATCH WIRE BRUSHES 


— oxco J asia 
} Ideal for application of waterproof 
EXAMPLE #5 masonry paints. Wide variety of 


Ooxco WHITEWASH AND f fills, 8, 12, and 20 inch blocks. 


I Styles for every preference. Ideal Stock the Alarm. 
KALSOMINE BRUSHES ; for cleaning off scaling paint. 
Scraper tip quickly removes old 
For whitewash work, ma- putty and caulking. Stock the 
sonry, painting, applying Veery, Lark, Petrel. 

final waterproofing coats. | 

A style and quality for 
every purpose. Stock the @ 
Mason, Glosso, Snow- Builders and home-owners everywhere depend on 
ane, eee. a wide variety of Oxco brushes to get jobs done 
neatly, efficiently, and economically. Stock these 


EXAMPLE #6 Oxco sales leaders to pick up more profit from your 
OXCO RED BREAST WHISK g) building trade and home-owner customers. See 
a, ON your Oxco Jobber for full details on these and many 
the home. Useful in : other Oxco brushes suitable for construction and 


shop or car. Sales tip: home maintenance jobs. 
Recommended for 


sweeping leaves from 
gutter spouting. 























EXAMPLE #7 OX FIBRE BRUSH COMPANY, INC. 


Oxco WINDOW BRUSHES rreoericx Selablished /§F¢ MARYLAND 


oe 
Pr 
aoe 





/ EXAMPLE #8 


SEE OUR 
OXCO PUSH BROOMS 
Excellent way to wash picture win- ; ‘ COMPLETE LINE 
: : Big sellers, in- 
dows... do a real pro job. Available ingl IN. 
in both oblong and round styles, also pr iaaagaeo A Pts all °* 


: 5 ular with home 
fountain style. Stock the Glory, sits Sains HARDWARE RETAILER 


Glaze, Manhattan. en Mneptaendl, CATALOG 
for home inte- 

riors; the Regent, - SERVICE 

economy all-purpose 

broom; and the Ranch House, 

quality outdoor broom for home use. 





For Setails Circle 10 on INQUIRY CARD 
HARDWARE WORLD 





SPEED TOOL TURNOVER WITH 


CRESCENT PEGBOARD pisptays 


Designed for any standard Pegboard* panel having 
quarter-inch holes, these colorful, eye-catching displays 
are so compact as to make possible a complete Crescent 
Tool department in a 25 square foot area. Rigid con- 
struction with long tool hooks provides generous stock 
capacity in small space. 

Each of the 18 units illustrated above comes in its 
own individual carton; fixture and tools complete. Each 
unit is priced at the cost of tools alone...no charge 
whatsoever for the mounting fixture. Only fast turnover 
tools are included, conforming closely to NRHA in- 
ventory recommendations. Your jobber can give you 
complete information. See him soon. 


*Pegboard is a registered trademark of the Masonite Corp. 


DISPLAY 


Patented Double Prong Fasteners support heavy 
weight without damage to Pegboard.* 


Crescent 
Trade Mark 


Retail prices printed on strips. We 
supply new ones for price changes. 


Sign of lhe Cfrtisan 
Symbol of Excellence 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
For Details Circle 11 on INQUIRY CARD 
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WASHINGTON 


—By N. R. REGEIMBAL 


X 


for WESTERNERS 





Chilton News Bureau, Washington, D. C. 


Westerners Urged to Get Started Now 
In Supporting Fair Trade Bill for 1960 


Western businessmen are being urged to join fair trade supporters 
across the country in getting a drive for passage of a new federal 
resale price maintenance law underway now. 


jackers of a pending fair 
trade measure are urging busi- 
nessmen who support the move 
to use the month remaining be- 
fore Congress reconvenes_ to 
buttonhole senators and = con- 
gressman while they’re | still 
home mending fences. 

Rep. Oren Harris, D., Ark., 
has issued a “call to arms” to 
businessmen supporting fair 
trade. He warns that the bill is 
facing serious’. difficulties in 
1960, and will need strong and 
continuing support from “grass 
businessmen if it is to 
succeed. 

The Harris measure (H. R. 
1253) was approved last spring 
by the House Commerce Com- 
mittee, but was pigeonholed by 
the House Rules Committee, 
whose approval is necessary 
before it can be brought to 
a vote. It would substitute a 
federal law, binding on all states 
which do not actively disapprove 
it, for shattered state fair trade 
laws. A bill similar to the Harris 
measure is also pending before 
a Senate Commerce subcommit- 
tee, but little support for it has 
been shown. 


roots” 


HOME BUILDING may slip 
badly early next year as a result 
of the deep effects of the steel 
strike and of increasingly tight 
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supplies of money with higher 
interest rates. So far, govern- 
ment experts can find only a 
hint that the home-building 
boom may slow Housing 
starts dropped to 120,000 in 
September, which while match- 
ing the all-time high for the 
month, was below the previous 
month and showed an annual 
rate drop from both August and 
July. Through the first nine 
months of this year, home build- 
ing was at an annual rate of 
1.37 million, 300,000 higher than 
last year... The Western boom 
may feel the steel and money 
pinch quicker than some other 
sections of the country, experts 
warn. 

CRACKDOWN on unfair and 
illegal business practices by the 
Federal Trade Commission is 
spreading . New crackdowns 
are planned on illegal and dis- 
criminatory price cuts and ad- 
vertising allowances by sup- 
pliers, and on spurious radio 
and television commercials . 
These drives follow on the heels 
of a new guide to deceptive 
price comparisons and a guide 
soon to be issued on bait adver- 
tising . . . Fte officials are con- 
vinced that these evils can be 
stamped out with tough action 
by the government, combined 


with help from businessmen 
who comply voluntarily and who 
help spot violations by others. 
* ok BS 

STAINLESS STEEL flatware 
imported into this country is 
now under strict quotas with 
penalties for shipments above 
quota ... President Eisenhower 
invoked the quota and penalty 
tariffs at the plea of U. S. flat- 
ware producers who complained 
that volume and price of im- 
ports were damaging them 
Most imported stainless flatware 
comes from Japan... Effect of 
the action, which puts the quota 
at 5.7 million dozen pieces a 
year and imposes a 60 per cent 
tariff on shipments above that, 
may be to reduce supplies and 
raise prices of imported stain- 
less flatware. 

MILITARY STORE compe- 
tition is increasing .. . Post ex- 
changes and similar operations 
are becoming “ruthless competi- 
tors” ... These operations are 
now “full blown stores with fine 
buildings, good services, and 
markups as low as 7 per cent 
—markups which can murder 
any retailer in the area,” the 
National Retail Merchants As- 
sociations says. NRMA is cal- 
ling for congressional action to 
restrict the stores to selling 
only “items of convenience and 
necessity.”” There are now 269 
military stores with an annual 
volume of $400 million, the 
equivalent of two full combat 
regiments assigned to sell in 
them, and some $17 million in 
tax funds to pay their sala- 
ries .. 
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fixtures are 
our business 


Weber’s 60-year leadership in the retail fixture 
field has done much to make modern hardware 
merchandising. As shown here at James Biddle’s 
Burbank, California, store, Weber’s beautiful, 
all-metal DISPLAYLINE fixtures create a 
“store sales personality.” 


SECTIONAL WALL SHELVING 


gains maximum use 
of every inch of wall space. It’s 84” high, with 
adjustable shelves in widths 10”-22”. Paints, small 
appliances, housewares, hand tools and 
miscellaneous small items show on DISPLAYLINE 
to their finest advantage. 


SECTIONAL GONDOLAS 
come in five widths and 
three heights, with adjustable shelves in widths 
10”-22”. Merchandising end units are optional. 


COMPLETE MERCHANDISING ACCESSORIES 


for every hardware department come 
with DISPLAYLINE, 


COLOR 


plays an important role in impulse selling. 
DISPLAYLINE sections come in eight satin- 
finish enamel colors, hi-baked to insure long life. 


COMPLETE PLANNING 
is a valuable Weber service. 
We'll plan a store that will fit your budget, 
make you and your sales personnel proud, give 
your store a personality, and help you 
reach your sales potential faster. 


Aes WEBER SHOWCASE & FIXTURE CO., INC. 
{& 1 a Factory Sales & Service * Store Fixture Division 
es ai by) 1367 South Figueroa Street « Los Angeles 15, California 


VT Se ° ° , 
Please send me more information about Weber's 


DISPLAYLINE Store Fixtures. 
STORE ane 


DIVISION address 


 , eeeets 








For Details Circle 12 on INQUIRY CARD 


DECEMBER 1959 





W 
vW 
W 
VW 
vW 
vW 
pl 
wv 
wv 
vW 
vW 
Vv 
Vv 
wv 
Vv 


1 ©) Of we > © P23. ae > © >) Oe 4 Oo) OMe (2 & wp 


PRE-SELL 


Southern Screw continues to do the most outstanding job 
in the fastener industry on customer “'pre-sell!’’ Through 
broad programs in consumer magazines and by offering 
educational and technical data, your customers know that 
Southern Screws are quality screws; and that only a 
quality screw is worth using on important home proj- 
ects and repairs. 

Don't take a chance on Southern Screw customers zoing 
somewhere else for the screws they're pre-sold on. Put 
Southern Screws in your want-book now! Stock ‘em, 


display ‘em, and let Southern’s “pre-sell’” work for you! 


Sold through leading wholesale distributors 


Warehouses: 


NEW YORK 
Machines Screws and Nuts * Wood and Type U Drive f CHICAGO 


Wood Screws ” Stove Bolts = Tapping Screws 


Screws @ DowelScrews @ Carriage Bolts @ Hanger Bolts SCREW COMPANY DALLAS 
STATESVILLE + NORTH CAROLINA LOS ANGELES 
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CONTINENTAL PANTRY... 


McVicar Hardware Co. 
Seattle, Wash. 


HE profit margin averages 

only 25 per cent and sales vol- 
ume is nothing to get excited 
about. But the over-all merchan- 
dising results of their “Conti- 
nental Pantry” have excited the 
enthusiasm of the owners of Mc- 
Vicar Hardware, Seattle, Wash. 

“As a dealer located in a 
rather small neighborhood, we 
need something that will attract 
customers from as large an area 
as possible,” says Grant W. Mc- 
Vicar. 

“Our Continental Pantry has 
done exactly that. Its unusual 
assortment of gourmet foods 
brings people into our store 
from the entire north end of 
Seattle. They tell their friends 
about it and all store depart- 
ments benefit as a result.” 

Grant McVicar is co-owner of 
the store with his father, T. D. 
W. McVicar. The two men have 
pioneered a number of unusual 
hardware merchandising ideas 
during the past ten years. 

The owners set up their Con- 
tinental Pantry about three 
years ago. They placed it in a 
room about 15 x 40 feet in size 
located at the right hand side of 
the general sales area. 

Entrance to the room is flank- 
ed by a life size figure of a 
soldier of “Continental” type. 

Gourmet food is the type of 
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Is Unusual Hardware Merchandise Idea 

. . - Gourmet Foods and Wines Attract 

Customers and Help Sell Hardware ... 
Special Room Invites Browsing. 


merchandise which customers 
like to inspect in a leisurely 
manner without interruptions, 
Grant MeVicar explains. Plac- 
ing it in a separate sales room 
permits such leisurely browsing. 

Most of the food items here 
are imported, as are the wines. 
Inventory includes a complete 
line of fine spices. A few related 
non-food items are carried such 
as baskets of interesting shapes 
and types. 

Inventory averages about $2,- 
800 and monthly sales except 
during the holiday season, aver- 
age $500 to $600. Sales in De- 
cember now gross about $4,000. 

Imported wines are the best 
selling items in the department. 
They account for about one-third 
of the Pantry’s total sales, and 
the same proportion of its in- 
ventory. 

Sales for December are boost- 
ed healthily by merchandising of 
special food baskets. These are 
custom packed to the buyer’s 
specifications in most cases. 
However, the store does display 
a good assortment of pre-pack- 
aged baskets and a number of 
these sell as offered. 

Price of the baskets varies 
from three to eight dollars in 
most cases. However, the store 
has packed up to $40 worth of 
food in one basket. 


Every basket is wrapped at- 
tractively as a gift. In 1958, the 
store sold approximately 350 of 
them. A number were bought by 
business firms for customers or 
employees. 

One of the biggest problems in 
operation of a department such 
as this is selection for inventory, 
Grant McVicar points out. Here, 
they apply the same service they 
extend to customers in all store 
departments. 

Whenever a customer ex- 
presses a preference for an 
item not carried in stock, the 
store will obtain it for them. The 
owner or sales person writes 
down the customer’s name and 
telephone number. When the 
item comes in, he then calls up 
the customer to let him know it 
is in stock. 

With the Pantry, the owners 
go one step farther and solicit 
food preferences of people who 
shop for foods there. In this 
way, they build up an inventory 
for which there is a definite de- 
mand. 

“We have actually been feel- 
ing our way the last three years 
with this department,” Grant 
McVicar says. “We now know 
we have built up an acceptance 
and an inventory that is capable 
of even better sales volume than 
we have realized in the past.” 
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CONTINENTAL SOLDIER to the left 
and colorful artificial flowers to the 
right make an inviting entrance to 
the Continental Pantry which has 
been a good traffic builder. Flowers 
are imported from Italy. These un- 
usual products for a hardware store 
make MeVicar’s a well-talked about 
store. 


FOOD IN A HARDWARE STORE? 
Such specialty items as sold in the 
Continental pantry tie-in with gift 
department, according to manage- 
ment. Most food items are imported. 
Inventory includes fine spices. All 
types of baskets in various shapes 
and sizes make a good extra sale as 
gift container. Wines are best seller. 


BEAUTIFUL PACKAGES are dis 
played in front center of room. Bas- 
kets used for packaging vary from 
$3.00 to $8.00. Complete with food, 


some packages cost as much as $40.00. 


In one year, store has sold as many 
as 350 baskets in various price ranges. 
Local business firms have bought 
many special packages as customer 
gifts. 
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Hardware Dealer Becomes Manufacturer 


Record Hardware Company 
San Francisco, Calif. 


NE of the most difficult chal- 

lenges confronting hardware 
retailers today is that put forth 
by customers who have need for 
a specific product to do a special 
job. In most cases the retailer 
is able to assist his customers 
by suggesting from his vast in- 
ventory the right item for the 
job in question. But what hap- 
pens when no such item is avail- 
able? 

This was the dilemma which 
plagued George Baack, owner of 
Record Hardware Company, 
San Francisco, when customers 
came into his store asking for 
wood stain. Confronted with a 
typical request as, “I have to 
have a wood stain exactly this 
color,” the best Baack and other 
dealers could offer was a color 
chart. More than 90 per cent of 
the time the customer wanted a 
color that was not shown on the 
chart. There were many come- 
backs on stain sales with the 
customer claiming, ‘“The one you 
sold me wasn’t the right one; I 
need something with a little 
more red in it,” etc. On top of 
this problem, Baack had to take 
valuable time giving free in- 
structions on how to finish a 
job, all of which was necessary 
to maintain the good will of his 
customers, but all of these ef- 
forts were for the most unprofit- 
able. To George Baack, for 
years, selling stain was a pain 
in Record Hardware’s pocket- 
book. 

“If we could only give our 
customers a package stain deal 
so they could make exactly the 
color they wanted in controlled 
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Customer Complaints Put Dealer to Work 
Developing Wood Stain .. . New Product 
Tells Story of Service Given to Customers. 


new lumber department. 





shades for the type of wood be- 
ing used,” he thought, ‘we 
would not only be able to give 
better service, but also make a 
larger profit.” If it wasn’t avail- 
able from manufacturers, “T’ll 
make it myself,’ Baack led him- 
self to believe. 

From this apparently naive 
point of view, Baack embarked 
on a pioneering venture that 
carried him through many long 
nights in his workshop experi- 
menting with stains. It was 
March, 1958. Baack’s seemingly 
endless experiments eventually 
passed through the development 
stage and crossed the threshold 
with a perfected wood stain kit. 
Appropriately he named his kit 
*“Solvit.” 

Before turning Solvit free in 
the unpredictable market, Baack 
employed a special advantage 
not enjoyed by most manufac- 
turers of new products—that of 
being able to pre-test the prod- 
uct in his own store on his own 
customers. This trial lasted sev- 
eral months at which time 
Baack ironed out all of the wrin- 
kles. One such discovery made 


STORE FRONT of Record Hardware Co. features large shingle announcing 


during the exposed period was 
that the product was originally 
developed for interior use only. 
The test period showed there 
was a great demand for exterior 
stain. Solvit went back to the 
lab and a more versatile product 
emerged capable of solving 95 
per cent of all staining prob- 
lems. 

Word got around fast. By 
January 1, 1959, three months 
after production started, more 
than 85 other retailers in North- 
ern California and Nevada 
asked for and were handling 
Solvit. As of August, 1959, the 
ranks had swelled to 105. By 
January 1, 1960, Baack foresees 
more than 300 retailers singing 
the praises of Solvit to their 
customers. 

Overwhelmed by the warm 
reception Solvit has received to 
date, Baack is looking forward 
to the day when the stain kit 
will be distributed throughout 
the Western states. 

At present the Solvit Products 
Co., as it has been named, lo- 
cated in San Francisco, turns 
out 1200 kits a month. Two 
women are employed on the pro- 
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duction line. As distribution in- 
creases, production will corre- 
spondingly increase. Baack’s 
projected production target is 
3500 kits a month. 

As Baack sees it, the market 
for Solvit ineludes not only 
hardware and paint dealers, but 
also lumber yards, marine deal- 
ers, department stores, and un- 
finished furniture shops. Sole 
distributor at present is the 
Hamann Co., San Francisco. A 
Southern California distributor- 
ship is in the offing. In addition, 
Solvit got an extra boost mak- 
ing its debut in the California 
Retail Hardware Association 
Hardware-Housewares Show in 
San Francisco in 1959, and will 
return in 1960. Future plans 
for Solvit include a package re- 
designed for impulse selling, 
and a special promotion kit. 

In addition to Baack who is 
president of the company, his 
son Gil serves as sales manager, 
and Joseph Orlandino, manager 
of Record Hardware Co., dou- 
bles as production manager. 

Record Hardware’s beginning 
was a product of nature’s un- 
predictable forces. George 
Baack’s father, Henry, went 
into business in San Francisco 
in 1905 as Record Tea & Coffee 
Shop. Before a year had elapsed 
Record Tea & Coffee went up in 
flames and down with a crash 
when the famous and terrible 
San Francisco earthquake and 
fire leveled most of the city. Be- 
fore the dust and cinders had 
settled Henry Baack made an 
important decision. That he 
would rebuild his business there 
was no doubt—but it was not to 
be Tea & Coffee. San Francisco 
was rebuilding and Henry 
Baack was to contribute to this 
momentous effort. Record Hard- 
ware Co. was born. 

The first store was located on 
Columbus Avenue, a short dis- 
tance from the store’s present 
location. Business was good and 
the store prospered. 

As fate would have it, Henry’s 
son George took over manage- 
ment of Record Hardware Co. 
on the eve of another disaster, 
one which shook not only San 
Francisco but the entire world 
—the financial crash of 1929. 
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George Baack weathered the 
storm. In 1947 he moved to the 
present location at 659 Colum- 
bus Avenue, the heart of the 
city’s famous North Beach dis- 
trict. A new important addition 
to the store is a lumber depart- 
ment in the basement aimed at 
the do-it-yourself trade. Lumber 
pre-cut to the customer’s request 
accounts for 15 per cent of the 
store’s annual volume of $110,- 
000. 

The store’s main floor covers 
1500 square feet. Of the 1400 
square feet in the basement, 700 
is used for storage. A narrow 
mezzanine overlooking the main 
floor serves as office space. In 
addition to Baack and Orlandi- 
no, Record Hardware Co. em- 


ploys a sales clerk and one part- 
time relief clerk. An additional 
salesman is put on during the 
Christmas selling season. 

Among the many customer 
services the store offers are free 
parking at a service station next 
door, and free delivery service 
within a two mile radius. Baack 
subscribes to two bank credit 
plans but prefers to carry his 
own paper on all commercial 
and industrial accounts. 

Baack’s growing success in 
manufacturing has not divorced 
him from his first love—operat- 
ing Record Hardware Co., but 
rather it has singled him out as 
a living example of the ingenu- 
ity of Western hardware re- 
tailers. 


ACID TEST is applied by George Baack to Solvit stained board. Muriatic acid 


left no scar. 


WOOD STAIN SAMPLE CARD showing nine colors is pointed out by store 


manager Joseph Orlandino. 
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Electrical Housewares Sold By Service 


Harbor Hardware Company 
Aberdeen, Washington 


ARBOR Hardware Company, in Aberdeen, 

Wash., never sells a small electrical appliance 
without making a clean 331/3 per cent profit. 
Moreover, the store sells so consistent a volume 
that it is a frequent winner in sales contests spon- 
sored by distributors and manufacturers. 

This pleasant situation is based on two simple 
factors, according to Mrs. Grace Lambert, store 
head. First, all electrical housewares prices are 
“justified by the service department” and second, 
the store uses a liberal credit plan of its own 
development to sell even the most expensive small 
appliances with a minimum of difficulty. 

Mrs. Lambert, who manages the big 100 x 95 
ft. store, was president of the North Coast Re- 
tail Hardware Association in 1958. She sees no 
point whatsoever in “price footballing” of elec- 
trical housewares items. While she admits that 
supermarkets, drugstores, jewelry stores, and 
other fringe retailers have made electrical house- 
wares profits problematical in general, she simply 
“sells above the competition.” 

The service department, located in the rear of 
the store, is the No. 1 asset in maintaining this 
halcyon situation. Extremely well-equipped, the 
service department is the largest in the city, hark- 
ing back to Mrs. Lambert’s experience three dec- 
ades ago, when she was actively engaged in elec- 
trical contracting. The know-how which she 
carried into operation of the big Harbor Hard- 


Large Service Department Shown to Pro- 
spective Buyers of Appliances to Prove 
Advantages over Cut-Rate Competition 
... Tailor-Made Credit Also Helps Sales. 


ware store led to a well-equipped service depart- 
ment. It is capable of attacking every electrical 
appliance ill on the spot, with none of the cus- 
tomary drawbacks such as long delays while the 
appliances are shipped back to the factory, etc. 
With two men on full-time duty in the repair 
shop, and another available from Harbor Hard- 
ware Company’s staff of twelve employees, any 
small appliance can usually be repaired in a few 
hours. 

All salespeople in the store unhesitatingly “sell 
the guarantee” when a customer balks at the 
manufacturer - suggested list price for a coffee 
maker, a waffle iron, or an electric mixer. Justi- 
fying the price means simply escorting the cus- 
tomer to rear of store, and making sure that he 
gets a good look at the service department. It is 
always busy with appliance repairs. He knows 
that the guarantee will be upheld during the war- 
ranty, and repairs made at low rates, after the 
warranty has expired. 

“Almost everyone has experienced some aggra- 
vation at one time or another with a small elec- 
trical appliance breaking down unexpectedly” it 
was pointed out, “followed by an equally aggra- 
vating problem of getting it repaired, getting it 
back when a repair shop is located, etc. When we 
pointed out that the price of the appliance in- 
cludes our guarantee of full satisfaction from the 


CUSTOMER LISTENS as Mrs. Grace Lambert, store 
manager, explains service policy which backs merchandise. 


REVOLVING CREDIT PLAN is tailored to fit the cus- 
tomer’s convenience by Mrs. Lambert. 
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appliance indefinitely, most price resistance read- 
ily melts away.” 

Even though there are stores within a short 
walk of Harbor Hardware which offer small 
electrical appliances as much as 25 percent lower 
than those quoted by Harbor Hardware, Mrs. 
Lambert will consistently “get the sale.” She 
doesn’t substitute off-brands like dealers who are 
willing to forego profit in favor of volume. Like 
a political leader, she merely ‘“‘stands on the rec- 
ord” which is loaded with the good will of past 
small appliance purchasers. 

Harbor Hardware Company maintains a com- 
plete parts stock for every appliance it sells. The 
stock is complete enough that even the most com- 
plex small appliance can usually be repaired in 
a few hours. This carries a lot of impact with 
service-minded customers, and always swings the 
scales in favor of Harbor Hardware Company 
where the customer desires long-term service 
from the appliance he has bought. 

Equally helpful in selling more expensive ap- 
pliances either as gifts, or for personal use, is 
the store’s revolving credit plan, in existence for 
the past five years. It is entirely financed with 
Harbor Hardware Company’s own funds. Instead 
of attempting to compress every customer into 
the cut-and-dried regulations of standard credit 
plans, Mrs. Lambert, instead, writes each time- 
payment plan on an individual basis, as worked 
out by the customer, on their own stated payment 
ability. All standard credit plans are available, 
in addition to these “tailored to the situation” 
variety. It is significant that around 75 percent 
of the store’s credit sales are written on the 
“tailored” basis. 


" : i 
\) ae bar ae 
SERVICE DEPART- 
MENT in rear of store 
is well equipped and 
one of largest in city. 
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Many contracts are written on a 10 percent 
down basis, with 12 months to pay. Where the 
amount involved is more than $150.00, 24 months 
are given. Such “personalized credit” goes a long 
way toward selling better-priced appliances, as 
well as any other item in the store, and with an 
extremely clean credit record, Harbor Hardware 
Company has been thoroughly pleased with the 
results. 
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YUCCA CACTUS attracts attention to display of power 
mowers as gift items for dad or husband. 


SELL POWER MOWERS AS GIFT ITEM 


ERE’S a simple display stunt which sold 23 

power lawn mowers as Christmas gifts at 
Lakewood Hardware, Lakewood, Colorado, dur- 
ing the 1958 Yule season. 

As shown, William Dietrich, owner, built up a 
towering display of Yucca cactus at the left side 
of the sales floor, where it was bound to attract 
attention. Alongside this “conflicting foliage” he 
spotted an $89.95 power mower, pre-wrapped for 
a Christmas gift, with bright red and green crepe 
paper draped over the handle. On the handle, 
which was propped erect, a sign read: 

“The Perfect Gift for Dad or Husband—A 
Good Power Mower. Put the Mileage on It In- 
stead of Him!”’ 

The prominence of this display plus the touch 
of humor in the sign was enough to bring in- 
quiries, and through skillful salesmanship Diet- 
rich and his staff encouraged 23 givers to put 
power mowers on either lavaway or time-pay- 
ment plans for the forthcoming Christmas season. 
“We sold three to one woman,” it was pointed 
out, “who lived out in the suburbs, where people 
have big lawns to handle. She had given no 
thought to power mowers as Christmas gifts until 
she saw the display, but then, she was delighted 
enough with the suggestion to take care of three 
names on her gift list simultaneously.” 
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AUTOMOTIVE SECTION is in right rear 
Christopher shown with customer. 


store. GENERAL HARDWARE for men located on right side 


of store. Toys for boys on wall section. 


NO CREDIT... 


Lowers Cost of Operation and Raises Profit Margin... 


Customers Who Want Sales Contracts are Referred to 
the Bank .. . Frequent Promotion Helps Volume. 


Coast to Coast Store 
Auburn, Washington 


HERE are no costly services to clutter up the 

profit picture for W. J. Christopher of Auburn, 
Wash. The service which he considers most costly 
and which he has eliminated completely is credit 
—both open account and conditional sales con- 
tract. Yet, his sales have shown a healthy in- 
crease since he opened his Coast To Coast Store 
a year and a half ago in this town of 8,000 popu- 
lation. 

More specifically, sales are now running ap- 
proximately double the store’s volume its first 
full year in operation. It now grosses approxi- 
mately $150,000 a year on an inventory of $35,- 
000 to $40,000. The store staff including Mrs. 
Christopher totals three and one-half people. 

He does not want credit, Christopher says, be- 
cause he wants a “clean” operation. He is par- 
ticularly averse to open account credit, which he 
considers adds substantially to a store’s cost of 
operation. Without it, he points out, his store en- 
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joys a higher profit margin. 

He loses few customers by this, the owner be- 
lieves. When someone asks for credit, he tells 
them it is against store policy to grant it. 

Christopher also refuses conditional sales con- 
tracts. In part, he explains, this is because he 
carries only two categories of merchandise that 
ever need that type of financing. Those are auto- 
mobile tires and bicycles. He does not have enough 
sales volume in these two categories, he feels, to 
justify going into a sales contract program. 

“Even with tires and bicycles, a dealer does 
not have to sell on contract to earn a good volume 
of business,” he states. “They are pretty large 
cash sales but not in the category of most appli- 
ances or TV sets. 

“When a buyer wants a contract, however, | 
refer him to the bank where I do my business. | 
have an arrangement with that institution to take 
care of customers who are good credit risks. If 





the bank won’t accept them, I wouldn’t want to 
take a chance on them.” 

There are several reasons why the Auburn 
Coast To Coast store has been able to build up 
high sales volume in a short space of time, the 
owner says. In a 25 x 100 foot building, he main- 
tains a well balanced stock of general hardware 
merchandise. It is displayed attractively in an 
exceptionally well lighted sales room. Men’s mer- 
chandise is displayed along the right hand side, 
women’s on the other. In a store of 2,500 square 
feet, big items requiring floor display are auto- 
matically eliminated, Christopher points out. 

The store’s only specialty department is auto- 
motive supplies, and these are displayed in the 
right rear corner. The owner maintains a stock 
of $10,000 to $12,000 in this category and it ac- 
counts for a proportionate percentage of store 
sales. 

Competitive pricing and frequent promotion 
are credited by Christopher with much of his 
store’s success. He maintains a gross profit mar- 
gin of about 30 per cent. 

Promotional push has come from the direction 
of supplier-furnished catalogs and “broadsides.” 

“We send out four catalogs a year under our 
sponsorship and I know they benefit us greatly. 
People just don’t seem to throw away catalogs 
and the very fact that our store’s name is lying 
on a table in someone’s house has considerable 
promotional value as institutional advertising 


alone. Last Christmas, for instance, a customer 
came in with the preceding year’s catalog in his 


hand,” the owner says. 

“We also send three broadsides out every year, 
so we have something on the fire at least seven 
times a year.” 

With 20-years’ previous experience in automo- 
tive retailing behind him, it’s only natural that 
the owner should make a specialty of automotive 
parts. In this specialized type of retailing, he 
follows several specific principles of operation. 

“The main thing here is to know what you’re 
trying to accomplish. We stock our department 
to supply the needs of the customer who is doing 


HOUSEWARES and gift items pointed toward women 
are on left side of store. 
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the work on his car himself. 

“That automatically eliminates parts for the 
more expensive cars, so we concentrate on Ford, 
Chevrolet, and Plymouth parts. Besides service 
station type of merchandise, we carry such items 
as ignition points, spark plugs, carburetors, fuel 
pumps, radiator hoses, etc. We do not carry piston 
rings and rods, nor tail pipes. We do carry tires, 
of course, and oil filters. 

“With oil filters, it does not take a big invest- 
ment to cover your needs. We handle what I know 
will supply us for the more popular cars and leave 
out filters that will only fit equipment like out-of- 
date tractors, etc. It’s possible to tie up money in 
a good deal of slow moving merchandise if you 
don’t watch your buying. And we carry the popu- 
lar accessories.” 

Before Christmas, Christopher moves out much 
of his automotive merchandise and similar items 
to make way for an impressive toy display. Last 
year, he tried a pre-season idea that he estimates 
added $10,000 to his yearly toy sales. 

“We bring our toys up onto the sales floor about 
November 1,” he explains. ‘“‘Last year, I got vir- 
tually all my toy merchandise by September 1, 
and placed it in the basement. I then put a spot 
commercial on the radio two times a day for sev- 
eral days, inviting adults only to come down and 
see our toy stock in the basement. 

“My idea here was to take orders for layaways 
at that early date. By restricting the display to 
adults only, we could let them browse around in 
the basement without having to supervise them 
as we would have had to do with children. The 
adults, I noticed, were also pleased to be able to 
shop around for toys without having their chil- 
dren with them. 

“By the time we got our main toy display up 
onto the sales floor, we had sold about $10,000 on 
the layaway plan. We would very probably not 
have made most of these sales otherwise. In addi- 
tion, it gave us a good indication of the toy selling 
trends for that Christmas season while it was 
still possible to place additional orders with the 
suppliers.”’ 


CENTER AISLE of store has hardware variety. Note 


light fixture display above aisle. 
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Department Markers Have Selling 
Message 


DEPARTMENT marker can be more than a 
guide ... it can be a merchandising tool, says 
Barry Mandel, retail merchandise manager. It 
can help sell merchandise by describing hardware 


Chandler Lumber and Hardware Co. 
Van Nuys, Cailfornia 


familiar, says Mandel. Such merchandising 
markers are particularly useful as an aid to self 
service where customers are expected to pick up 
merchandise and bring to checkout counter. 


items with which do-it-yourself customers are un- 
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CABINET HARDWARE message lists some of the terms 
not always familiar to customers. Variety of metals and 
finishes also aid customers. 


HUMOR is sometimes effective in getting people through 
the door to the rest of the store. Merchandising markers 
help boost self-service selling volume. 
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MARKER PROMOTES hand tools and gives special at- 
tention to masonry supplies. Message promises quality 
merchandise and reasonable prices. 


MERCHANDISING MESSAGE is built into department 
marker. Specific items are listed which help customers in 
getting ideas. 
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Guaranteed Prices in Catalog Featured By Southern 
California Wholesaler Who Has Been... 


Serving Trade for 20 Years 


HIS year P. B. Hazelton 

Wholesale Hardware, Inc., at 
Compton, California, is celebrat- 
ing its 20th Anniversary. 

Founder Hazelton and his two 
sons had a very unpretentious 
start in the builders hardware 
business. They moved the fam- 
ily car out into the street and 
built shelves along their garage 
walls and warehoused a few 
cases of locks, door butts, cabi- 
net hardware, and some sheet 
metal. 

In a few months the single 
yurage was packed to the rafters 
us the stock was increased and 
new items added. Within one 








ott 


P. B. Hazelton 
Wholesale Hardware, Inc. 
Compton, California 


year they built a three-car ga- 
rage and outfitted it with shelves 
and bins. 

The trio was doing such a 
good job of selling, that within 
one year more space was needed. 
They built a warehouse on Pal- 
mer Avenue in Compton. On its 
completion there was space for 
a large display room and more 
shelves than there was stock to 
fill, and ample room for the 
firm’s new truck inside the build- 
ing. 

The firm had enough room for 
expansion, the owners thought. 
However, in a few short years 
the same problem appeared .. . 


aa. 





the need for more space. After 
the company was only five years 
old, they enlarged their new 
building to three times its orig- 
inal size. Part of the space was 
occupied by Dumont Aviation 
Supply, a war-born subsidiary 
of Hazelton Hardware. 

The two sons, Jack and Bill 
Hazelton, were in the service. 
Hardware and building mate- 


rials were hard to get. During 
the war years the hardware 
business limped along. After 


the war and as supplies became 

available, the warehouse again 

began to fill to capacity. 
Dumont separated from Hazel- 





P. B. HAZELTON BUILDING HAS GROWN MORE THAN THREE TIMES IN SIZE IN PAST 18 YEARS 
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ton and moved to Long Beach. 
Subsequently, the founder, P. B. 
Hazelton, died. The war surplus 
operation which had been formed 
during the lean years of the war 
was liquidated and closed. The 
hardware business continued to 
expand. By ingenious rearrang- 
ing of warehouse space, building 
additional storage facilities and 
overhead platforms, all possible 
space was utilized with ever in- 
creasing compactness. 

Three years ago the firm again 
reached that point of “more 
space needed.” Another addi- 
tion was built increasing the 
area by more than one-third. 
The land is now completely cov- 
ered by warehouse and offices 
except for a large parking lot 
across the alley in the rear. 

According to Jack A. Hazel- 
ton, president, space has always 
been a problem of this rapidly 
growing company and he states, 
“We hope it will always be with 
us.” 

Kdna Hazelton is vice-presi- 
dent and W. F. Hazelton, secre- 
tary-treasurer. The merchandis- 
ing manager is Howard Padrick. 
John Cate is sales manager, and 
Bob Snapp, purchasing agent. 

The firm now employs 10 
salesmen to cover Southern Cal- 
ifornia from the Southern Bor- 
der to San Luis Obispo and 
Bakersfield. There are two resi- 
dent salesmen in Phoenix to 
cover Arizona. The firm has a 
total of 40 employees. 


PERIODIC CATALOG, fully 
illustrated, averaging 272 pages. 
is published every four months. 
A complete new catalog is issued 
to dealers each period. There are 
no insert sheets to keep up. It 
is never out of date as the cata- 
log shows current list prices and 
a guaranteed dealer cost on 
every item stocked. Dealer prices 
are guaranteed to be no higher 
for the period of the catalog. 

An 8-page flyer i» also issued 
every month and maiied to 1800 
dealers. The flyer features 
monthly specials as well as in- 
formation on new items and 
close-outs. 

Their billing system provides 
the dealer with a suggested re- 
tail price on every item by the 
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‘Each” or “Pair” so that the 
merchandise can be easily and 
quickly priced from the packing 
slip. 

Although the firm started out 
strictly as builders hardware 


supply firm it now includes 
power tools, hand tools, elec- 
trical supplies, screens, ward- 
robe hardware, bathroom fix- 
tures and cabinets, as well as 
builders hardware. 


TURN SLOW-SELLING ITEMS INTO FAST-SELLERS 


is 


ers NTN a 


ONE OF THE MOST unpredictable of all sporting goods items is the fishing 
lure. When customers cannot be lured into buying them at their listed price, 


the knowledgeable dealer disposes of them at a discount. 
Gordon Whitney of Seattle, Wash., has a method for selling his slow- 
selling lures rapidly. Each year after fishing season opens, he sets up a 


_ special 19-cent display in the sporting goods department of his Whitney 


Hardware. 

“Some of these lures were priced originally at about 19 cents, others sold 
tor 50 to 60-cents each,” the owner explains. “By pricing all of them at a 
uniform 19-cents, we attract the attention of people in the store and move 
out virtually every slow-selling item.” 

Other related items such as fishing lines, are displayed on the same 
fixture, at their regular prices. 

In August, Whitney sets up a special hunting display on the same fixture, 
then replaces that with a display of steelhead lures in the fall. These he 
prices at 29-cents and many of these are also slow-moving merchandise that 
has been discounted. 





Merchandising Idea For Sports Department 


Olympic Winter Games at Squaw Valley Offer a Tie- 
In with a Winter Sports Promotion . . . Read the 
Sports Corner, Page 59 











Utility & Gift Items Together .. . 


Korber Hardware Company 
Albuquerque, New Mexico 


IMULTANEOUSLY increas- 

ing the turnover on_ both 
housewares and gift items has 
been the direct result of “‘mix- 
ing them up” at Korber Hard- 
ware Company, in Albuquerque, 
New Mexico. 

The site of this “Gifts ’n’ 
Gadgets” shop on the left wall 
of Korber’s big downtown AIl- 
buquerque store. Here, eight 
sections of wall shelving, four 
tiers high, display over 250 
items, which are split almost 
equally between useful kitchen 
houseware items, and standard 
gift suggestions. 

The effect on the shopping 
public has been an impressive 
one. First, the fact that the 
items of pure utility appear 
alongside of more delicate gift 


FAST-MOVING ITEMS of _ house- 
wares are mixed among gift sugges- 
tions of glass, ceramics, woodenware 
and hammered bronze. 
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Provide Customers with Wide Selection 
... Increases Turnover...Houseware Cus- 
tomers Are Reminded of Gift Purchases 


suggestions such as hammered 
bronze, woodware, glassware, 
and ceramics, is always an in- 
triguing surprise. Frequently, it 
has been found the discovery of 
a prosaic aluminum fry pan be- 
tween. two colorful pieces of 
Mexican artware, a hand-oper- 
ated egg beater combined with 
a handsome stainless steel gift 
cutlery set, will remind shop- 
pers of other gift obligations. It 
isn’t unusual for a customer 
who had only one gift purchase 
in mind, to buy three or four. 
The sight of many housewares 
items nestling among the ceram- 
ic and other gift suggestions sell 
customers on the idea of prepar- 
ing for future gift needs “in ad- 
vance.” 

The 


center section of the 





“Gift ’n’ Gadget’ shop, as 
shown, is devoted to fast-mov- 
ing housewares items exclusive- 
ly, including plasticware, serv- 
ing trays, carafes, chafing 
dishes, grinders, meat service 
trays, pots and pans, coffee 
makers, baking sets, preserve- 
canning sets, bowls, stainless 
steel ware, etc. One of the best 
features of this unusual display 
system, according to Mr. Kor- 
ber, is the fact that people in 
search of housewares will be- 
come aware of the size of the 
gift department at Korber 
Hardware Company, where they 
will pay no attention to it other- 
wise. Mere adjacent display of 
housewares and gift items in 
this way has steadily increased 
sales on both. 
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GIFTS FOR GIRLS only were stocked on opposite side of 
gondola. Customers appreciated the separation which made 


shopping easier. 


above. 


e A 
Litho Se 


GONDOLA WITH FIVE shelves on each side was stocked 
with over 150 toy suggestions. The boys’ side is pictured 


Two-Section Toy Display 


Special Gift Section for Boys... 
and a Separate one for Girls 
Simplifies Gift and Toy Shopping for 


Children 


Handy Hardware 


Denver, Colo. 


NYTHING which simplifies 

holiday gift shopping will 
automatically benefit hardware 
store sales, according to the ex- 
perience of Handy Hardware, in 
Denver, Colorado. 

Witness the experience of 
Robert Kerr, manager, during 
the 1958 Christmas season. In 
making up plans for Novem- 
ber-December merchandising, 
Handy Hardware banked even 
more than is customary on toy 
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sales because it is in the center 
of the East Denver residential 
area which has a predominance 
of families with small children. 

Increasing the inventory by 
some 35 per cent over the pre- 
vious year’s stock, Handy Hard- 
ware concentrated the merchan- 
dising operations on a huge gon- 
dola fixture, 12 ft. long by 6 ft. 
high, set back from the store 
front some five feet, and consist- 
ing of five broad tiers of shelv+ 


ing, on which over 150 toy sug- 
gestions were located. Display 
stands on the ends of nearby 
gondolas were likewise used for 
toy display. However, it was the 
big gondola which accounted for 
most volume. 

Seeking to simplify holiday 
toy shopping as much as possi- 
ble, the Handy Hardware man- 
agement achieved real results 
when the gondola’s sides were 
divided equally, one side listed 
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as entirely “Boys’ Gifts” while 
the opposite, facing into the 
store, was labeled _ simply 
“Girls.” The signs, visible from 
the shopping center parking lot 
in front, were, of course, imme- 
diately noted by the average en- 
tering customer, and as Kerr 
had hoped, led to far quicker 
shopping on the part of the 
average customer. 

“We think that dividing the 
stock in this way automatically 
cut the time required to sell toys 
in half,” Kerr said, “since shop- 
pers with either boys or girls in 
mind simply concentrated on 
whichever side was_ pertinent, 
and made their selections much 
more rapidly. In fact, we found 
that a surprisingly large per- 
centage of Christmas toy shop- 
pers were buying for only one 
or two children, either boys or 
girls, and that they thoroughly 
appreciated the division.” 

Kach day during the Christ- 
mas season, two or three items 
were chosen from the inventory, 
and a meeting held among sales- 
people, during which the selling 
features of each toy were heav- 
ily outlined, with instructions on 
how to present them to custom- 
ers. Surprisingly, the ability to 
come forth with an immediate 
suggestion whenever a shopper 
mentioned that she was in 
search of a gift for a ten-year- 
old boy reflected in the sales 
books at the end of the day, with 
turnover always preponderant- 
ly in whatever classifications 
were suggested. 

All toys shown on the big gon- 
dola were given serial numbers, 
corresponding with similar num- 
bers on the cartoned duplicates 
in the stockroom, so that if the 
customer did not insist on tak- 
ing the toy shown on the coun- 
ter, she could be handed an al- 
ready-cartoned toy, ready for 
quick gift-wrapping, again sav- 
ing substantially on time. 





COMING ... 
PRE-CONVENTION 
AND SHOW ISSUE 

IN JANUARY 





ATTENTION-GETTING SIGN makes people come in and ask the owner 
why sign is upside down and backwards. 


What's Wrong With This? 


ERRY GOLDBERG, owner 
of the Abco Hardware & 

Builders’ Supply, Lynwood, Cal- 
ifornia, converted his conven- 
tional neon store sign into a 
sensational store promoter and 
traffic - stopper by lettering it 
upside down and backwards. 

Getting together with store 
manager Leo Abrahams and as- 
sistant manager Les James, 
Gerry came up with the idea 
while discussing store promo- 
tion efforts during a recent re- 
painting program. 

“Our original plan had been 
to simply re-hang the old sign 
upside down,” recalls Gerry 
Goldberg, “but we ran into side- 
walk overhang problems caused 
by the ‘Abco’ portion.” The idea 
Was sound enough to encourage 


Gerry to go ahead with the idea 
by having the sign re-lettered— 
upside down and backwards. 

“We get shoppers all the time 
who stop in just to find out why 
we put our sign on upside 
down.” Asked by the curious 
why he put his sign up “that 
way,” Gerry responds: “For 
this very reason—so you would 
come in and ask.” 

The sign has been up only five 
months. Already Gerry’s store 
is known throughout the com- 
munity as “the store with the 
screwy upside down, sign.” 

“When people think of hard- 
ware, they’re going to auto- 
matically think of my place be- 
cause of our sign. It has worked 
out wonderfully,’ comments 
Gerry Goldberg. 


HARDWARE WORLD 





NEW OFFICERS FOR 77-YEAR-OLD FIRM 


Amery & Sons, Inc. 


Walla Walla, Wash. 


NE of the oldest hardware firms in Eastern 
Washington is Amery & Sons, Inc., of Walla 

Walla, Washington. A multi-line wholesale com- 
pany, the family-owned business can trace its 
history back to 1882. 

Just recently the pioneer firm announced a 
change in ownership. Ernest Amery and his son 
Don have purchased all interests and stock of the 
company. Prior to this announcement, Ernest 
had been secretary-treasurer and general sales 
manager since it was incorporated in 1931. Fred 
Amery, a brother, was president and general 
manager. Don Amery joined the firm as assistant 
sales manager in 1956. He was formerly manager 
of a retail hardware store owned by Fred and 
Ernest Amery in Pasco, Washington. 

Under the new change in ownership, Ernest 
Amery has become president and general man- 
ager; Don Amery vice president and sales man- 
ager; and Mrs. Ernest Amery is. secretary- 
treasurer. 

The Amery family’s first hardware store was 
opened by Thomas Amery in 1882 at Sprague, 
Washington. The present company had its be- 
ginning in Walla Walla by Thomas Amery in 
1924. Thomas Amery and his three sons, Roland, 
Fred and Ernest, and daughter Olive opened a 
general line hardware store along with a Mc- 
Cormick-Deering dealership. The move to whole- 
sale activities was made in 1931. Wholesaling 
began with fasteners and a few automotive parts 
and supplies. 

New offices and warehouses were constructed 
in 1949 at the present location 1011-1017 N. 
Ninth Street. Over 20,000 square feet of floor 
space with truck and rail loading docks, parking 
lot and a rail siding are part of the facilities 
necessary to take care of present business needs. 

The firm operates as wholesale distributor of 
general hardware, hand and power tools, elec- 
trical, plumbing, paint supplies, irrigation equip- 
ment, farm supplies and a complete line of fast- 
eners. Amery & Sons is well-known in their area 
through their automotive supply division. The 
newly formed Industrial Products and Power 
Transmission division is also fast becoming an- 
other well-known Amery division. 

The company employs five outside salesmen. 
They cover the territories served by Amery & 
Sons in Eastern Washington, Oregon and a por- 
tion of Western Idaho. 


DECEMBER 1959 


y* ’ 


ORIGINAL HARDWARE STORE was started in 1882 in 
Sprague, Washington. Seated in wagon is Stooke family. 
Standing at left are Mr. and Mrs. Thomas Amery with 
eldest son. Roland. 


PRESENT LOCATION of offices and warehouse was con- 
structed in 1949 in Walla Walla, Washington. 


OFFICERS AND SALES STAFF include, from left—Joe 
McAllister, salesman; Elwyn Connick, salesman; Ernest 
Amery, president and general manager; Don Amery, vice 
president and sales manager; Harold Day, salesman; and 
Mack Coultas, salesman. Not pictured is Mrs. Ernest 
Amery, secretary-treasurer of the firm. The outside sales- 
men cover eastern Washington and Oregon and western 


Idaho. 
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Power Mower Service...A Means to Sales 


Selling a Service Package Keeps Custom- 
ers Coming Back Throughout the Year... 
Service Work Can Be Scheduled for Slow 
Periods 


F your power mower business 

is plagued with price compe- 
tition, perhaps your salvation of 
making a profit in power mowers 
might rest with the service fa- 
cilities that you can offer your 
customers. 

Service facilities would appear 
to be one of the strong factors 
in selling a customer up from 
a low priced mower to a quality 
product that carries a_ higher 


price tag, according to the Lawn 
Mower Institute, Inc. If cus- 
tomer is a second or third 
mower buyer, he knows how im- 
portant service can be when it 
is needed. 

Many dealers are no longer 
enjoying the profits of power 
mower sales simply because they 
do not compete with the other 
numerous outlets or they cannot 
compete with the other numer- 





STAIRWAY THAT DOES NOT HIDE DISPLAY 


THE PROBLEM of the mezzanine or balcony stairway that drops down in 
the middle of a showroom has been solved by Amery & Sons, wholesalers in 
Walla Walla, Washington. According to Don Amery, vice president, “As you 
can see, it opens up the display area behind the stairway. The supporting up- 
rights are one-half inch square rods, which we have since (the photo) painted 


black.” 
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ous outlets including chain 
stores on price alone. In to- 
day’s market, the retailer that 
has service facilities will credit 
a large percentage of the sales 
volume to the fact that he is 
able to give service to the cus- 
tomer. There certainly is evi- 
dence of a continued heavy sales 
volume in power mowers for the 
years ahead. Many power mow- 
ers in use today are becoming 
old. This means that more and 
more the trade-in question will 
become a factor. 

The fact that you will make 
service available is not enough. 
Service should be sold equally 
as much as a lawn mower itself. 
For years the automotive indus- 
try has successfully sold pre- 
ventive maintenance and the 
profits have been tremendous. 


PREVENTIVE MAINTE- 
NANCE PROGRAM for power 
lawn mowers should be sold with 
every new power mower and to 
every owner who brings one in 
for repairs. It should be pointed 
out that the power mower is a 
mechanism that has a tough 
job to do and that it should re- 
ceive the same attention and 
care as an automobile which re- 
quires regular oil changes and 
frequent checkups. If the pre- 
ventive maintenance program is 
sold successfully it will keep a 
steady flow of profitable busi- 
ness through the repair shop as 
well as eliminate many of the ex- 
pensive complete overhaul jobs 
during the peak season which 
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in most cases antagonize a cus- 
tomer because of the delay and 
excessive cost. 

You can sell a service package 
at one low price. This can be 
combined with preventive main- 
tenance or sold separately. This 
type of selling takes advantage 
of the work that service stations 
have done in the automotive 
field. Everyone of their service 
stations have hammered at the 
automobile owner for fall, 
spring, and other periodic check- 
ups in which for a single price 
the motorist receives a package 
of services. This is the same 
type of follow through that 
should be done by the lawn 
mower repair shop for the 
owner. Such services should be 
as follows: 


1. Change oil and lubrication 

2. Carburetor cleaning and 
adjusting 

2 


3. Engine tune-up 


OTHER REPAIRS such as 
sharpening would be an extra 


service and could be sold when 


the machine is picked up for the 
package or preventive mainte- 
nance service. You should set 
up a file on each mower that is 
sold with a record of make, 
model, and serial number as well 
as the customer’s name and ad- 
dress and telephone number, if 
possible. The file should contain 
forms on which all repairs can 
be recorded thus serving as a 
case history of each mower and 
providing a ready list of custom- 
ers for advertising reminders. 
All repairs performed should 
be classified and records kept of 
their types and how much they 
cost you. In this way, you will 
avoid losing money or customers 
by improper job estimates. 
Knowing in advance what a job 
ing it with the customer and in 
will cost saves time in discuss- 
preparing the invoice. It also im- 
presses the customer with your 
knowledge and experience. 
SELLING SERVICE requires 
a genuine concern for your 
workmanship. Confidence in your 
business reputation can be built 
by contacting the customer 
after the mower has been re- 
paired to see how it is perform- 
ing and if the customer is sat- 
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isfied. At the same time the 
customer can be reminded of 
your package service and pre- 
ventive maintenance program. 
It is a good time now before 
the season starts to investigate 
lawn mower servicing to help 





boost your original sales. For 
full information as to the po- 
tential profits in lawn mower 
service as well as space and in- 
vestment required, Circle In- 
quiry No. 253 on Inquiry Card 
in this issue. 


CONVENIENCE AND DISPLAY SPACE ECONOMY both are served by 
this specially made fixture for adhesive based finishing materials Con-Tact 


at Ben Bean Hardware. 


The fixture is mounted to the wall, and has rods for rolls of 52-patterns 
and shades of the material. Owner Ben Bean of Seattle, Wash., says that the 
fixture saves him time and trouble by making it easy for him to roll out 
and cut the material for an order. Formerly, he had to place the roll on 
top of a counter when cutting. The fixture also displays a wide variety of 


the material in small space. 





COMING IN JANUARY... 


ANNUAL PRE-CONVENTION AND SHOW ISSUE 


Read about the various Western events which you may want 
to attend. Articles about shows and markets will give factual 
information about the type of show and kinds of products 
to be shown as well as special events. Convention articles 
will contain advance information about speakers, activities 
and social events. This issue will also contain merchandis- 
ing art articles about the garden department. 
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L.A. Builders’ Hardware 
Club Celebrate 9th Year 


LOS ANGELES — The Builders’ 
Hardware Club of Southern Califor- 
nia held its bi-monthly meeting 
November 18. Chairman of the nom- 
inating committee, Bob Kelley of 
Amerock Corporation, presented the 
following officers for 
election and installation at the Jan- 
uary 27 meeting. The nominations 
were: president—Robert Hill, Amer- 
ican Brass Co.; vice president—Paul 
Nissen, Paul Nissen Co.; secretary— 
Roger Smith, Smith Sales Co.; trea- 
Robert Olson, Hoffman Hard- 
ware Co.; and sergeant at arms — 
Howard Loehde, Overly Mfg. Co. 


selection of 


surer 


The November meeting was the 
ninth anniversary of the club and 
was designated as “Bring the Boss” 
night. Vice president and program 
chairman Jim Stevens, The Stanley 
Works, introduced the speaker, Wind- 
sor Llewellyn, Bank of America. 
Llewellyn talked on various phases 
of the money market. His discussion 
included some of the ways in which 
the Government controls the flow of 
capital and how it affects inflationary 
and deflationary conditions. 


TOY WHOLESALERS HAVE REGIONAL MEET 


a F a iz. rN ‘ e* 

RECEPTION AND DINNER sponsored by Far West Toy Club of San 
Francisco concluded the second annual Western States Regional Round Table 
presented by The Toy Wholesalers Association of America. The all-day meet- 
ing held at the Mark Hopkins Hotel in San Francisco was built around the 
theme of Progress in Wholesaling. Donald S. Frey, above, standing, legal 
counsel for the association, spoke after the Toy Club dinner on the legal 
aspects of wholesaler discounts with regard to the latest court and govern- 
mental agency rulings. Jerry Blatt of Blatt Distributing Company, Los An- 
geles, followed Frey with a question and answer period covering industry 
problems. Seated at the speakers table, above, left, are Far West Toy Club 
president Frank McMillan, Frank A. McMillan Co., San Francisco, and Mrs. 
McMillan, 


BILLINGS HARDWARE HOLDS 2nd HOUSEWARES AND GIFT SHOW 


Dogister Here 


a 


s/e/ 
\. DILLINGS HARDWARE 


HOUSEWARES AND GIFT ITEMS were on display at 
the second annual show sponsored by Billings Hardware 
Company, Billings, Montana. All available space for the 
show was used in displaying merchandise by 32 partici- 
pating factory representatives shown above left. In addi- 
tion, Lou Everett, store engineer for Montana Retail 
Association, was on hand to 
answer questions and give advice on store planning prob- 
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lems. Some 75 dealers registered during the two day event 
held at the Northern Hotel in Billings. A complete line 
of toys were also on display in the showrooms of the 
Billings Hardware Company. The show attracted dealers 
from both Montana and Wyoming, with some traveling as 
far as 400 miles to attend. Pictured above right is a por- 
tion of the merchandise displays in the hotel which served 
as show headquarters. 
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Winter Olympics Featured 
By Sacramento P & K Club 


SACRAMENTO — The Sacramento 
Pot & Kettle Club held a special pre- 
view of the Winter Olympics at their 
November 5 meeting held at the 65 
Club here. The plans for the Winter 
Olympics to be held at Squaw Valley 
in February 1960 were given by Roy 
J. Mikkelsen, sales manager of Au- 
burn Lumber Company, Auburn, 
California. 

Mr. Mikkelsen is a two-time mem- 
ber of the Olympic Ski team having 
won the National Ski Jumping Cham- 
pionship in 1933 and 1935. He was 
chairman of the first drive to bring 
the Olympics to Squaw Valley. 

The members were very much in- 
terested in this meeting as Sacra- 
mento and Auburn are considered the 
gateway cities to Squaw Valley. 


Gift and Art Club Elect 


LOS ANGELES—Reed Hixson, vice 
president of Trade Shows Ltd., Los 
Angeles, was elected president of The 
Gift and Art Club succeeding Peter 
C. Goff, also of Trade Shows Ltd., 
whose term expired in October. 

Other officers elected included, 
Charlotte Kleinberg, vice president, 
and Mary L. Braun, secretary-trea- 
surer. New directors are: David H. 
Caro; James H. Dissmann (both of 
Geo. Borgfeldt Corp.); Irma E. Jae- 
ger, Associated Merchandising Corp.; 
John G. Karl and Maryland MacLean, 
both of West Virginia Glass Spe- 
cialty Co., and Walter Stolurow, H. S. 
Webb Co. 

Hixson and Kleinberg announced 
the club’s next event will be the an- 
nual Christmas party December 3 at 
the Roosevelt Hotel here. Also plans 
are underway for a party to be held 
during the 50th California Gift Show 
next January. 


€ 





CLUB NEWS 


- BUILDERS’ HARDWARE ELECT OFFICERS 


ag 
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SAN FRANCISCO—Northern California Builders’ Hardware Club held their 
annual election recently. Shown above are three of the newly elected officers. 
From left are Cecil Cane, Progress Lumber Company, who as vice president 
of the club last year presented the gavel and bell to the new president, F. P. 
Coholan, sales rep for The Stanley Works, Hardware Division. Other officers 
looking on are treasurer—Rod Hunt, Sargent & Co.; and vice president— 
Walter Gilmore, warehouse manager of The Stanley Works, Hardware Divi- 
sion. Officers not present at the time of picture were secretary—William 
Kuhns, sales rep for Hager Hinge; and sergeant at arms—James Canello, 
Schlage Lock Co. As the new president, Cane succeeds past president James 
Barrett of E. M. Hundley Hardware. 


NRMA Convention in N.Y. 


The National Retail Merchants As- 
sociation will hold its 49th annual 
convention in New York City January 
10-14, 1960. Convention headquarters 
will be at the Hotel Statler. NRMA 
president Nathan J. Gold will preside. 
Over 25 committees and divisions are 
scheduled to meet. 


Landers Appoints Manager 


Daniel J. Donovan has been ap- 
pointed sales development manager 
of Electric Housewares division of 
Landers, Frary & Clark, it was an- 
nounced by H. S. Perkins, sales man- 
ager of the division. Donovan was 
formerly district manager of New 
York City for the hardware and 
vacuum products division of Landers. 


PACIFIC SOUTHWEST HARDWARE ASSOCIATION HOLDS CONVENTION 


DISNEYLAND WAS THE SITE of the Pacific South- 
west Hardware Association convention, October 13, 14, 
and 15. One of the principal speakers was Congressman 
James B. Utt, 28th District. Seated above left are C. F. 
Byers, Churchill & Cassous, Escondido, Calif.; Congress- 
man Utt; Jack Noonan, Noonan Hardware Co., Santa 
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Monica; and John Herman, Escondido Hardware, Escon- 
dido. 

Election of the new PSHA president and his installation 
took place during the convention. Above right is Jack 
Noonan accepting the presidential gavel from John Her- 
man, who is at left. Others in picture are not identified, 
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S.F. POT & KETTLE INSTALL OFFICERS 


f 


INSTALLATION of new officers of the San Francisco Pot & Kettle Club took 


place recently. Pictured above (from left) are: 


Outgoing president Bob 


McCarty of Cal-Dak Co., who is presenting the gavel of office to the new 


president Jim Collins, J. E. 


Collins Co. Next is first vice president—Tom 


Payton, Cory Corp.; second vice president—John Stanton, John Oster Mfg. 
Co.; treasurer—Charles Poetzl, The Silex Co.; corresponding secretary—Niles 
Herron, Cal-Dak Co.; and recording secretary—Charles Jolliffe, Housewares 


Sales Co. 


Independent Housewares 
Set for Chicago 


The 18th Independent Housewares 
Exhibit will open January 10-14, 1960. 
Displays will be set up on 10 floors of 
the Morrison Hotel. Over 700 manu- 
facturers will be on hand to greet 
some 15,000 buyers who are expected 
to attend the five-day event. About 
150 manufacturers will be exhibiting 
for the first time. 


PORTLAND P&K ELECTS 


. 4 


ELECTION OF OFFICERS | took 
place at the Portland Pot and Kettle 
Club recently. Elected president was 
Tom Jones, Woodley-Jones Company, 
pictured above, left. Jones is present- 
ing outgoing president Paul E. John- 
son of Paul E. Johnson Company, a 
pair of P & K cuff links as a gift for 
his past year’s service. Johnson has 
been appointed a member of the board 
of directors of the Portland club. 
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50th Calif. 
Gift Show 
In L.A. 


Edmund P. 
Platt 


LOS ANGELES—Edmund P. Platt, 
Montgomery Ward’s merchandising 
executive, will be keynote speaker at 
the 50th California Gift Show Break- 
fast on January 26, 1960. Platt is vice 
president and general merchandise 
manager of Montgomery Ward & Co. 

Chairman of the Golden Anniver- 
sary Show, W. H. Bostrom, owner of 
Bostrom’s, Phoenix, Arizona, remark- 
ed that Platt, “as one of the fore- 
most merchandising authorities in 
the nation and with his deep personal 
knowledge of and interest in the 
West, we’re certain that the message 
he brings will be of greatest im- 
portance.” 

The show will again be held in the 
Ambassador and Biltmore Hotels, the 
Merchandise Mart and Brack Shops 
Buildings. Free shuttlebus service 
will connect all points of the show. 
The six-day show will run January 
24-29. 

An estimated 545 exhibitors will 
show 4500 lines at the show. Over 
8500 buyers are estimated to attend 
the six-day show. The gift show 
breakfast will be held at the Biltmore 
Bowl at 8 a.m. January 26. 


L.A. HOUSEWARES HAVE BALL 


ANNUAL AUTUMN COSTUME 
BALL was held by the Housewares 
Club of Southern California recently 
in Los Angeles. A record turn-out 
made the party a great success. Cos- 
tumes of all description were worn as 
can be seen above. Pictured is Mrs. 
Mike Srednick as the table dancing 
elf. Critical praise is being given by 
Mr. and Mrs. George Friedman who 
are made up in black-face. Friedman 
is with Gallant-Friedman Company. 
Mrs. Srednick’s husband is Michael 
Srednick of Cole & Srednick. He is 
also a board member of the club. 


Portland P & K Meet 


PORTLAND — The Third Annual 
Industry Recognition Night was held 
by the Portland Pot & Kettle Club 
November 12. Scott Jensen of Jensen 
Byrd Company, Spokane, Wash., was 
recognized as the man who had given 
his most to the betterment of the 
housewares industry. Jensen has been 
in the housewares-hardware business 
for over 50 years. Jensen has also 
become a member of HARDWARE 
WORLD’S 50-year Club. 


oe ion 


PRESENTATION of a plaque honor- 
ing Scott Jensen (left) was made 
during the Third Annual Portland Pot 
& Kettle Club’s Industry Recognition 
Night. Plaque was presented by Joe 
Dungan (right), vice president of 
Associated Pot & Kettle Clubs of 
America. 
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HOME TOOL INVENTORY TIME 
Feature basic hand tools for the homeowner 
| = plus specialty tools and power tools. 








WINTER RECREATION . . 
AND OUTDOORS 


Feature skis, ice skates, sleds, indoor games of 
all types, and exercising units. 


. INDOORS 





GIFTS FOR YOU WITH 
YOUR CHRISTMAS CHECK 
(Cont.) 


vr 


a ~ 








INDOOR PROJECT TIME.. 
Feature inside paint, varnish, stain and enam- TIME... 
els and special furniture finishes, decals and 
accessories. 


. PAINTING INDOOR PROJECT 


Fixture throughout the house. 











HOME TOOL INVENTORY TIME is designed 
to stimulate sales of tools and should be built 
around a homeowner’s basic tool set. Figure out 
what you consider basic tools in your area and 
make up a complete set for the window. Put the 
price on each item that you select. Show the total 
price and announce that this set can be bought 
in whole or in part and financed on a credit plan. 
The basic tool display might also be made on a 
pegboard and placed on a gondola or on the cor- 
nice of your tool wall section with a big sign call- 
ing attention to it. 


GIFTS FOR YOU WITH YOUR CHRISTMAS 
CHECK—tThis promotion should actually start 
the day after Christmas and can be supported 
with a window. This is another way of holding 
a clearance sale. However, prices do not neces- 
sarily have to be dropped as much as they would 
in a closeout sale. Get several blank checks from 
various banks in your trading area and mount on 
a sign which suggests that customers buy some- 
thing they want with their Christmas money. 
Those dealers who have used this promotion have 
found it an excellent way to get rid of Christmas 
holdovers. 


INDOOR PROJECT TIME .. . Painting—Many 
parts of the West are dry and warm enough at 
this time of year to allow painting. Also manu- 
facturers have produced paints that dry quickly 
and have little odor. This makes an excellent time 
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to promote painting because there are not as 
many outdoor activities to take up the time of 
the homeowners. Many stores have found that 
paint promotions in January have been surpris- 
ingly good. This can be promoted by direct mail 
advertising and also newspaper ads. 


INDOOR PROJECT TIME .. . Fixtures—While 
the homeowner has winter time on his hands, it 
is an excellent suggestion to make to him that he 
replace lighting fixtures, bathroom fixtures, cab- 
inet hardware, and other decorative things around 
the house. Use a display window supported by 
newspaper ads. 


WINTER RECREATION .. . Indoors and Out- 
doors—Items for this promotion can be displayed 
in one window or two. If the latter, put all the 
indoor supplies and equipment in window with a 
suitable home atmosphere such as lamps, coffee 
tables, etc. For outdoor merchandise, use snow 
and icicles for atmosphere and feature skis, ice 
skates, and sleds. For the indoor promotion show 
all types of games for youngsters and adults, ex- 
ercising units, etc. This could be advertised by 
direct mail and/or newspapers. It would also 
make a good subject for TV and/or radio com- 
mercial. For making a tie-in for this winter 
recreation promotion and the Winter Olympics, 
see our special article in the Sports Corner, 
Page 59. 
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CARDED PADLOCKS are bright 
yellow and blue. Card is made of 
tear-resistant tag stock with  pull- 
proof, double-thick which holds lock. 
A slot keeps keys securely. Butterfly 
hole at top permits hanging on per- 
forated board or wire rack. Pre-pric- 
ing can be done in price ball space 
provided. Locks are guaranteed and 
available in 20 styles. — Slaymaker 
Lock Company 
For Details Circle 174 on INQUIRY CARD 
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HACK SAW BLADE MERCHAN- 
DISER contains 110 popular blades. 
Masonite display is 16 x 6' in. Color- 
ful display may be used on counter or 
wall.—Disston Division, H. K. Porter 
Co., Ine. 

For Details Circle 167 on INQUIRY CARD 


38 


WINDOW STREAMER to create in- 
terest in extruded rubber garage 
Inner-Seal weatherstrip. Streamer is 
yellow and black.—Bridgeport Fab- 
rics, Inc. 

For Details Circle 175 on INQUIRY CARD 


BUBBLE-PACKED hose _ nozzles. 
Tri-Con nozzle is heavy-duty com- 
mercial type. Reversible cap makes 
three all-purpose streams available. 
High power for car washing; fine 
spray for garden; and full flow for 
volume dispensing. Same _ industrial 
quality for homeowners in_ plastic 
consumer package.—Molded Special- 
ties, Inc. 

For Details Circle 157 on INQUIRY CARD 


‘> GUT * 
CENTER 
ee GROWNUPS 


HOUSEWARES GIFT CENTER fea- 
tures free-standing Santa figure who 
will hold automatic can opener in his 
hands. Three elves are also included 
for decorating other items.—General 
Electric Company 

For Details Circle 165 on INQUIRY CARD 





DEALER MERCHANDISING is “Dis- 
playmobile” which simulates modern 
store. Special truck body carries com- 
plete, compact tool department. Deal- 
ers can inspect and gain new ideas for 
display and merchandising tools in 
their own stores. Several trucks will 
be available-—Crescent Tool Company 
For Details Circle 164 on INQUIRY CARD 


COLOR DESIGNED BOX for ‘400” 
line of residential locksets. Individual 
packages are color-coded for lockset 
use and quick identification of model. 
Key shape is carried on each box as 
product symbol.—Kwikset Sales & 
Service Co. 
For Details Circle 162 on INQUIRY CARD 
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MERCHANDISING PROGRAM. for 
electric clock sales. Assortment of 12 
clocks includes newspaper ad kit and 
merchandise certificate worth two 
clocks. Additional free clock with or- 
der.—Sunbeam Corp. 

For Details Circle 179 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About MERCHANDISING AIDS 





DISPLAY RACK of tubular steel has 
seven gravity-fed shelves. Three-color 
sign is made of metal. Display is 
stocked with Val-Oil, rust-preventa- 
tive paint for all metal objects need- 
ing protection from rust.—The Val- 
spar Company 
For Details Circle 169 on INQUIRY CARD 





BLISTER-PACKED CARDS of Jack 
Nuts for fastening fixtures. Four ex- 
pansion nuts with screws in each 
colorful card. For use in small spaces 
as hollow-core flush doors. Cards are 
punched for rack hanging.—Molly 
Corp. 
For Details Circle 161 on INQUIRY CARD 
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FOUR SIDED COUNTER DISPLAY 
has 50-piece assortment of power tool 
grinding wheels for all purposes. 
Multi-color display allows for easy 
selection. —Oxwall Tool Co., Ltd. 

For Details Circle 168 on INQUIRY CARD 


STERLING RING and SCREW SHANK NALS 


Hold Better 


C.saner. . 
anewren 
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NAIL DISPLAY BOARD shows ac- 
tual nails properly identified. Nails 
are fastened to board by plastic skin- 
pack. Keeps display clean and nails 
from being mixed or lost. Display in- 
cludes ring and screw shank nails.— 
Northwestern Steel and Wire Com- 
pany 
For Details Circle 173 on INQUIRY CARD 


SOCKET SETS feature free counter 
rack and three color display card with 
each pack of three. Sets include 16- 
piece set with 44-inch drive; 20-piece 
with 3,-inch drive; and 16-piece with 
’,-inch drive. All sets have Blue Chip 
fact tag which offers free initials to 
put on cover of set. Customer sends in 
card.—The Sherman-Klove Company 
For Details Circle 171 on INQUIRY CARD 


SELF-SERVE PACK for Ruf ’n’ Tuf 
heavy-duty screwdriver. Self-selling 
hang-up cards have retail prices pre- 
printed. Cards are available in three- 
color display box.—Irwin Auger Bit 
Co. 

For Details Circle 178 on INQUIRY CARD 


COLOR KEY for melamine dinner- 
ware offers basic color in each pat- 
tern. Same color is found in several 
different patterns. Open stock can be 
cut to minimum. — Watertown Mfg. 
Co. 

For Details Circle 176 on INQUIRY CARD 
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MERCHANDISING AIDS 


HARGRAVE 


® SPRING Cl) AMPS . 


EASEL DISPLAY for island or coun- 
ter use. No. 5 Spring Clamp display 
has 36 clamps on red, yellow and 
black board. Space for price is pro- 
vided.—Cincinnati Tool Company 

For Details Circle 159 on INQUIRY CARD 


SPECIAL PROMOTION of Houseboy 
electric floor conditioner. Automatic 
rug shampoo dispenser and cleaning 
attachment provided with each _pol- 
isher at special price._Red Devil 
Tools 

For Details Circle 177 on INQUIRY CARD 


TRESTLE DISPLAY for model rail- 
road. Hi Lo Railroad Trestle Set per- 
mits large display of model railroad 
equipment. Track layout is built up in 
layers. Ideal for dealer display and for 
customers who want more equipment 
but lack room. Set comes with plans. 
Made of plastic and said to be un- 
breakable-—Comet Metal Products 
Co., Ine. 
For Details Circle 166 on INQUIRY CARD 
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BLADE KIT includes nine different 
wood and metal cutting blades. Com- 
plete kit is free with model 514 jig 
saw. Blade kit is said to contain every 
blade needed for cutting any material. 
Dealers can use display promotion as 
traffic builder. Display card is 74% x 9 
inches and packed in kit. Other pro- 
motional material can be ordered free. 
—Skil Corporation 
For Details Circle 170 on INQUIRY CARD 


UNI-RACK merchandiser available 
with or without tools. Space-saving 
display rack is designed for self-ser- 
vice and easy stock control. Variety 
tools with matching racks available. 
—The Stanley Works 

For Details Circle 160 on INQUIRY CARD 


PORTABLE “PAINT FACTORY” for 
contactors and dealers. “Galaxy Color- 
Pak” can produce 1000 colors any- 
where. Kit contains 10 colorants in 
plastic squeeze dispensers, 1000 color 
chips, measuring controls and formula 
directory. Colorants are said to blend 
in all bases of paint. Kit is designed 
to create or match popular interior or 
exterior shades at the job or in store. 
—National Paint & Varnish Co. 
For Details Circle 163 on INQUIRY CARD 


MANUAL CASH REGISTER fea- 
tures department keys, detail tape 
and all standard safeguards. Handle 
operated machine is designed for all 
small businesses. Gold finish resists 
scratches.—R. C. Allen 

For Details Circle 150 on INQUIRY CARD 


MOVING SIGN for vertical mount- 
ing. Illuminated moving message dis- 
play unit to promote sales, give in- 
structions, repeat slogans. Messages 
repeat every 20 seconds. Several sizes 
available. — Salescaster Displays 
Corp. 
For Details Circle 151 on INQUIRY CARD 


CONVEX MIRROR views entire store. 
“See-All” reflector is 26 by 36 inches. 
Stand mounted mirror produces 160 
degree view. Mirror can hang from 
ceiling. Helps prevent shop-lifting.— 
Norman Industries, Inc. 

For Details Circle 152 on INQUIRY CARD 


HARDWARE WORLD 





M-D NAMES NEW OFFICERS 


LINK HANDLES £3 
HANDLE BEST 4 


ome 
* 





5 Reasons Why: 


1 Reddy-Fit Eyes eliminate most of the 
work of fitting a new handle to the 
tool. This time saving, labor-saving 
feature is a big sales advantage to 
you and your customers. 





Wood and Steel Wedges are 
fastened to each handle, further 
facilitating fitting. 


it 


i 
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MAJOR SHIFT IN EXECUTIVES 
has been announced by the board of 


directors of Macklanburg-Duncan Co. 
of Oklahoma City. L. A. Macklanburg, 
who has been president of the firm 
since inception, has been elected to 
chairman of the board. R. A. Mack- 
lanburg, Sr., also one of the founders, 
has been named vice-chairman of the 
board. R. A. (Bob) Macklanburg, Jr., 


Each Link handle is accu- 
rately graded to the highest 
standards in the industry, 
and is inspected at least five 
times during the manufac- 
turing process. 


if il ti it hit 
@ecceoe joecoeces-- 


was elevated to president. W.W. Hul- 
sey is now executive vice president : ' : ‘ 
and director of sales. Pictured above Foil stamping on each Link 
from left are Hulsey, L. A. Macklan- handle ends confusion. Each 
burg and R. A. Macklanburg, Jr. handle is identified as to 
M-D is a manufacturer of building name, pattern number and 
products. The firm was founded 40- oh pa 
years ago and is now one of the larg- weight tool it fits. 
est in the building industry. 


SEES LINE AT SHOW 


| i 


Handle labeling is coordi- 


nated with information con- . os LINK 


tained in catalog A and wall 
chart B illustrated at right. 


SLEDGE HANDLES 


Pattern No, 68 — For 6 and 
8 Ib. tools. 


P , Pattern No, 1016—For 10-16 
There is a Link program for yp a 


you which will help you Pattern No. 1824—For 18-24 
sell more handles — more Ib. tools 
profitably — ask about it. Lengths 24” to 42” 


OPLINK Nx~ 


HANDLE COMPANY PTOI An ey = 


Manufacturers of ms — 

America's Finest Handles _ “anu ce j 
AT HARDWARE SHOW in New SALEM, INDIANA 3 : hg 
York John F. Kegley looks over new = 
line of Union Steel Chest Corpora- 
tion’s metal boxes with F. M. Rob- 
inson. John F. Kegley and Son, rep- 
resentative firm in Los Angeles, 
handles line. 


% 


V LANA wanoues 


Write today for FREE copies 
of Wall Chart B and Catalog A 
illustrated above 


THINK AND YOU’LL HANDLE LINK 
For Details Circle 14 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 





FLOATING FIRE FISH for swim- 
ming pool or garden pond. Tiki mini- 
ature torch is mounted on fish which 
can be anchored where desired. 
Golden lamps are spillproof and 
won't rust.—John Charles Co. 

For Details Circle 127 on INQUIRY CARD 


CONVERTIBLE BICYCLE has _ big 
bike look. Bike is 20 inches. Quick 
change from boys’ to girls’ is made 
by easily removed tank. Trainer 
wheels are included in equipment.— 
Chain Bike Corporation 

For Details Circle 130 on INQUIRY CARD 


WONDER BOY is a Palomino-colored 
horse of soft vinyl. Molded unit is 
26', inches high at saddle. ‘“Magic- 
Spring” action give children life-like 
ride. Saddle has custom hand-crafted 
leather look.—Wonder Products Co. 
For Details Circle 118 on INQUIRY CARD 


42 


SAFETY CLUTCH is featured in rid- 
ing rotary power mower. Other fea- 
tures include 26-inch cutting width, 
electric starting and V-belt drive. Cut- 
ting blade is disengaged when start- 
ing.—Yard-Man, Inc. 

For Details Circle 126 on INQUIRY CARD 


SCREEN PATCHES have tiny pat- 
ented hooks that Snap-Patch screens 
without removing. Patches are 2 x 
2', inches. Screen patches available 
in two sizes of packs.—Screen Patch 
Company 

For Details Circle 121 on INQUIRY CARD 


LAWN SPRINKLER features power- 
ful water motor, nylon gears and 
leakproof construction. “Medalist” os- 
cillating sprinkler, waters 40 x 60 foot 
area evenly.—W. D. Allen Manufac- 
turing Company 

For Details Circle 132 on INQUIRY CARD 


VACUUM BAG attachment for 
Whirlwind rotary power mower. De- 
signed to pick up leaves from lawn 
at five bushels per minute. Large bag 
has five-bushel capacity —Toro Man- 
ufacturing Corp. 

For Details Circle 128 on INQUIRY CARD 
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PRE-SLOPED SHOWER PAD is 
made of polystyrene. Can be cut, set 
and nailed in minutes. No sub base 
needed. The “909” pad is impervious 
to water, dry rot and _ termites.— 
G. N. Lavenberg Company 

For Details Circle 123 on INQUIRY CARD 


MIDGET CAR is 1960 Norseman 
Thunderbolt. Cars have demountable 
wheels with roller bearings and auto- 
matic clutch. Cars are priced less en- 
gine. Mounting kit is optional.—Rocco 
Products, Inc. 

For Details Circle 129 on INQUIRY CARD 
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FINISHED FURNITURE LEGS are 
offered in Fruitwood, dark and blond 
mahogany finish. Sizes are six, 14 
and 28', inches. Legs come four in 
skin-pack with all hardware.—Perry 
Furniture Company 

For Details Circle 138 on INQUIRY CARD 





MULTI-PURPOSE BINS can be used 
individually or stacked in units. Poly- 
ethylene bins have rigid legs. Avail- 
able in four colors. Binnette has 
many uses such as flower planter.— 
Loma Plastics, Ine. 

For Details Circle 143 on INQUIRY CARD 


SOIL SUSTITUTE for plants, cut 
flowers, bulbs and other plant life. 
Colorful material gives continuous 
feeding. Available in three colors 
and white. Water only added.—Mar- 
tin Plastic, Inc. 

For Details Circle 142 on INQUIRY CARD 
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HOSE REEL is neatly wall-mounted. 
Reel hangs on wall bracket. Hose 
reel can be lifted off for storage. 
“PresSURE” water seal is zine 
plated brass. Steel drum and hose 
supports.—Cal-Dak Co. 

For Details Circle 136 on INQUIRY CARD 
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AUTOMATIC REEL TAPE for log- 
gers and sawmill men. Open design 
prevents clogging as mud and stones 
are easily removed. Tape is 50-feet 
of heavy-gage steel. Will not kink.— 
Spencer Production & Sales 

For Details Circle 137 on INQUIRY CARD 


SQUARE PATTERN has rain action. 
Rotary garden sprinkler uses pat- 
ented pop-up principle. Low angle of 
throw said to use minimum water 
pressure. Saves water.— Rain Jet 
Corporation 

For Details Circle 140 on INQUIRY CARD 


PLANTER POLES are natural Ha- 
waiian Fernwood. Available in two 
sizes, 18 and 24 inches long. Poles 
are cut from living Fernwood trees. 
Plants climb poles easily.—Stim-U- 
Plant Laboratories 

For Details Circle 133 on INQUIRY CARD 


WALLPAPER REMOVER softens 
both paper and paste. Leaves wall 
smooth and clean. Penetrates several 
layers of paper. Concentrate makes 
two gallons. Apply with sponge or 
brush.—Wilhold Products Co. 

For Details Circle 134 on INQUIRY CARD 
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HOUSE AND BOAT NUMBERS are 
three inches high. Numbers are re- 
flecting aluminum. Wire display rack 
holds 12-dozen numbers. Reversible 
numbers available—Hy-Ko Products 
Company 

For Details Circle 139 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 





MASONRY SEALER is said to lock 
out water pressure up to one and 
one-half tons per square foot. Used 
for wet basements and swimming 
pools of cement, stone, brick or 
cinder block.—Borden Chemical Co. 

For Details Circle 119 on INQUIRY CARD 


SELF-ADHESIVE FOAM for seal- 
tight weatherstripping. No _ solvent 
used to apply adhesive. Paper back- 
ing is peeled and stripping stuck in 
place. Packed in 18 foot strips.— 
Richards, Parents & Murray, Inc. 

For Details Circle 112 on INQUIRY CARD 


METAL POLISH is scented and self- 
polishing. Said to contain no ammo- 
nia or harmful acids. Polish is wiped 
on, dried and wiped off. For Alumi- 
num, brass, copper and chrome.— 
Copper Clad Products 

For Details Circle 113 on INQUIRY CARD 
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KNIFE SHARPENER has ni-carbed 
cutters designed to give knives long- 
lasting edges. Sharpener is_ easily 
mounted with screw included in pack- 
age. Available in four colors.—Acme 
Shear Company 

For Details Circle 114 on INQUIRY CARD 


FILE HANDLE is square in section. 
Lightweight plastic handle is de- 
signed for comfort, durability and at- 
tractive appearance. Handle helps 
give correct file grip.—Nicholson File 
Company 

For Details Circle 115 on INQUIRY CARD 


SAFETY CLUTCH is automatic on 
seven inch power saw. Motor runs 
free when blade becomes jammed. 
Shopmate saw cuts fast and runs 
cool. Constructed of aluminum.— 
Portable Electric Tools, Inc. 

For Details Circle 107 on INQUIRY CARD 


BARBEQUE BELL is highly pol- 
ished aluminum. Bell has black pony 
shoe mounting bracket. Other fea- 
tures include easy pull tongue and 
rawhide lanyard. Bell comes in dis- 
play pack.—Bevin Bros. Mfg. Co. 

For Details Circle 108 on INQUIRY CARD 


HOT DOG ROASTER will roast three 
hot dogs in two minutes. Plugs in 
any electric outlet. Current is off 
when lid is raised. Can be used in 
homes, offices or plants. — Woolsey 
Enterprises 

For Details Circle 109 on INQUIRY CARD 
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ELECTRIC CAN OPENER is two- 
way automatic. Can be mounted on 
wall or used on counter-top. Touch of 
lever holds, pierces and opens all 
sizes and shapes of cans. — Magic 
Hostess Corporation 

For Details Circle 110 on INQUIRY CARD 
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LITERATURE 


TO RECEIVE ANY OF THIS PRINTED MATTER CIRCLE 
NUMBER ON INQUIRY CARD PAGE 48 


GARDEN HOSE CATALOG de- 
scribes and pictures in full color com- 
plete line of Swan rubber and plastic 
hose. Included in the Swan Rubber 
Company catalog are 14 models of 
plastic hose and eight rubber hose 
models. A_ specification table with 
each illustration supplies information 
in the four-page catalog on colors, 
size, shipping weight, etc. Retail 
prices are shown on each model. 

For Details Circle 216 on INQUIRY CARD 


SAMPLE AND PRICE BOOK for 
R-V Lite flexible window materials 
and protective coverings from Arvey 
Corporation is available to hardware 
dealers. Actual samples of 12-materi- 
als are bound into the book, each 
with a price circle on which the re- 
tailer can write his own selling price. 
Included is a “Use Chart” which shows 
at a glance which materials are rec- 
ommended for 34-different uses. 

For Details Circle 201 on INQUIRY CARD 


LAWN SPRINKLERS and garden- 
ing aids catalog by Melnor Industries, 
Inc., has six colorful pages. Included 
with sprinklers, are hose nozzles, hose 
couplings and menders, and repair 
coupling kits. 

For Details Circle 214 on INQUIRY CARD 
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GIANT-SIZE BULLETIN on “How 
to be Well-Versed on Vises” has nu- 
merous large pictures with semi-hu- 
morous description of common vise 
problems. Versa-Vise from the Will- 
Burt Company is demonstrated in 
several positions in the bulletin. 

For Details Circle 208 on INQUIRY CARD 


PRICE MARKING EQUIPMENT 
catalog has four pages on price mark- 
ing kits, inks, cleaner holsters and 
price remover. Information includes 
reconditioning and parts service of 
the Garvey Corporation. 

For Details Circle 204 on INQUIRY CARD 
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FLECTOR HARDWARE CORPORATION 


SELF -SELECTION CATALOG is- 
sued by Reflector Hardware Corpora- 
tion lists and illustrates over two- 
dozen complete merchandising units. 
Presents many types of hard line and 
soft line merchandise display units 
for shelving, island and over counter 
displays. Two-color, 20-page catalog 
gives specifications and various ar- 
rangements available of merchandis- 
ing units. 
For Details Circle 219 on INQUIRY CARD 


BUILDING CONSTRUCTION and 
maintenance handbook contains data 
on many building products. The 128- 
page booklet contains engmeering 
data and specifications to help solve 
many problems of waterproofing, 
painting, caulking, roofing and floor- 
ing. Included are 26-pages of tables 
and charts. The handbook is available 
from building products division of L. 
Sonneborn Sons, Ine. 

For Details Circle 209 on INQUIRY CARD 


STAINLESS STEEL BUYER’S 
GUIDE has over 500 consumer ‘prod- 
ucts made of stainless steel. More 
than 300 are in the category of home 
furnishings. The 88-page booklet from 
Union Carbide Metals Company, has 
the names of firms that manufacture 
the items listed. The guide is fully 
indexed and has an introduction on 
the advantages of stainless steel and 
its history. 

For Details Circle 217 on INQUIRY CARD 


GASOLINE CONTAINER CATA- 
LOG from The Alva T. Smith Com- 
pany. Six-page, four-color catalog 
describes gasoline containers, tanks 
and accessories for re-fueling boats, 
autos, chain saws and lawn mowers. 
The company claims a complete line 
of containers. 

For Details Circle 218 on INQUIRY CARD 


PRUNING GUIDE is a handy bro- 
chure covering 66 varieties of plants. 
The Stanley Works has included in- 
formation in their folder on the rea- 
sons for pruning and how to correctly 
prune. 

For Details Circle 211 on INQUIRY CARD 


HUMIDIFIER leaflet describes the 
advantages of humidifying forced hot 
air heating systems. From Reliable 
Equipment & Supply Co., the litera- 
ture has room for imprinting. 

For Details Circle 215 on INQUIRY CARD 
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FREE COLORING BOOK for young- 
sters. Eight-page, 7 x 10 inch book 
is filled with pictures of the amusing 
antics of a bear cub. Book is available 
to retailers of Bear sandpapers and 
tapes by Behr-Manning Co., a division 
of Norton Company. Text and pic- 
tures include not only entertainment, 
but also suggestions fcr parents on 
the use of cellophane, masking and 
strapping tape in the home or work 
shop. 
For Details Circle 220 on INQUIRY CARD 


CATALOG PLAN, Produced in two 
separate brochures by catalog Ser- 
vice Division of the North American 
Press. Both pieces embody the cata- 
log recommendations as made by the 
National Wholesale Hardware As- 
sociation. 

“MR. MANUFACTURER .. . this 
is a catalog plan your distributors 
want .”’ explains what manufac- 
turers are expected to prepare for 
the wholesalers. 

For Details Circle 221 on INQUIRY CARD 


“MR. WHOLESALER . this is 
a catalog plan you asked for .. .” 
explains what the catalog service 
offers to wholesalers. 

For Details Circle 222 on INQUIRY CARD 


PRODUCT INFORMATION BOOK 
for dealers and salesmen. Pocket-size 
booklet has 36 pages from Toro Man- 
ufacturing Company covers all the 
facts to present to customers on Toro 
products. Booklet includes demonstra- 
tion hints, helping the customer 
choose the right equipment and prod- 
uct features. 

For Details Circle 212 on INQUIRY CARD 


FULL COLOR bulletin on Northern 
hard Maple counter tops, chopping 
blocks, pastry boards and _ other 
kitchen - specialty woodenware has 
been issued by Sensenich Corporation. 
The illustrated four page bulletin in- 
cludes descriptive data, specifications 
and suggested retail prices. 

For Details Circle 202 on INQUIRY CARD 
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COMPLETE CATALOG of spray- 
ers, dusters and allied products from 
Universai Metal Products Company. 
The 24-page catalog gives product de- 
scription, specifications and _ illustra- 
tions. An added feature is a section 
of service parts and prices. 

For Details Circle 213 on INQUIRY CARD 


PRECISION MEASURING TOOLS 
AND INSTRUMENTS guide and cat- 
alog features 96 pages of Scherr- 
Tumico Company measuring tools, 
toolroom specialties, gear testing ma- 
chinery and other instruments. Con- 
sumer price list is included. 

For Details Circle 207 on INQUIRY CARD 

ALUMINUM CHAIN LINK FENC- 
ING is discussed in 12-page booklet 
from Kaiser Aluminum & Chemical 
Sales, Inc. The subject of the bro- 
chure is fencing for highways, school 
and civic recreational areas, air fields 
and industrial plants. 

For Details Circle 206 on INQUIRY CARD 


SPRING CATALOG from Draper- 
Maynard features 1960 line of base- 
ball, softball, tennis, badminton and 
golf equipment. Catalog has 40 pages 
with attractive green and _ white 
cover. 

For Details Circle 203 on INQUIRY CARD 


FULL COLOR illustrations and 
cutaway diagrams are featured in 
Challenger Lock Company’s 1960 cat- 
alog. 

For Details Circle 205 on INQUIRY CARD 


BOOKS—For Sale or Resale 


THE SELECTION OF RETAIL 
LOCATIONS offers the first authori- 
tative study of site selection and busi- 
ness volume estimating for establish- 
ments selling consumer goods or ser- 
vices. Written by a leading real estate 
economist, Richard L. Nelson, the 422- 
page book is published by F. W. Dodge 
Corporation. 

The book explores the hundreds of 
factors to be considered in locating a 
business where the consumer’s pres- 
ence is required on the premises. Will 
it intercept traffic? Should it be near 
a competitor? Should it be in a shop- 
ping center? These are the types of 
questions discussed by the author. The 
contents are arranged into five major 
sections with charts, graphs, plans 
and drawings for easy reference. 

For Details Circle 215 on INQUIRY CARD 

PATIO PARTNER BARBECUE 
COOK BOOK by Paul S. Swensson, 
64 pages in plastic bound book with 
heavy paper cover. Resale price 


This is a very interesting, chatty 
book that not only gives many tips 
on barbecuing, but it also has many 
pages devoted to recipes of barbecue 
items and other foods that make up a 


menu. The book is illustrated with 
amusing line drawings in color. Bar- 
becue addicts will like this book and 
it should have good sale as a gift 
item. 


For Details Circle 210 on INQUIRY CARD 


SWIMMING POOLS, 112 pages in 
paper bound cover, illustrated pro- 
fusely with black and white halftones 
and line drawings, published by Lane 
Publishing Company, is another one 
in a series of Sunset Books. Price 
$1.95 paper, $3.50, Library edition. 

“Western living” has gone beyond 
the patio with its barbecuing, sun- 
bathing, etc., and into that deep luxury 
of swimming. Many medium priced 
homes in the West now have family 
swimming pools or will soon have 
them. 

This book covers both pool owners 
and those planning new pools. For the 
former there is pool care, entertain- 
ing, and pool side structures. For the 
new owner, ideas for design, landscap- 
ing, and construction. The last part of 
the book is a guide to pool construc- 
tion which takes in such things as 
soil problems, who builds them, how 
they are built, and the different ma- 
terials that can be used. 

For Details Circle 218 on INQUIRY CARD 


LINE HAUL, by Samuel W. Taylor, 
310 pages in cloth cover binding pub- 
lished by Library of Western Indus- 
try, division of Hilmer Publishing 
Company. Price $5.00. 

This book will come into your hands 
by truck, specifically PIE (Pacific In- 
termountain Express) Company about 
which this book is written. The read- 
ing is far more fascinating than most 
business books. The story of the 
growth of this company is linked with 
the growth of transportation business 
in the West. It points out how impor- 
tant the trucking business has been 
in the development of business 
throughout the Western _ states. 
Among the diversified loads carried by 
PIE, hardware is an important com- 
modity. 

For Details Circle 219 on INQUIRY CARD 


WOODCARVING WITH POWER 
TOOLS by Ralph E. Byers is a book 
which the author says is for “the man 
who likes the feel of a power tool in 
his hands and has enough imagination 
to want to do something more with it 
than repair a closet or shelf.” In his 
book Byers stresses that the carver 
must learn how to use his power tools, 
have the proper kind of wood and 
must know the step-by-step process of 
making the carving. The Chilton Com- 
pany is publisher of the book which 
contains over 300 illustrations. 

For Details Circle 216 on INQUIRY CARD 
“FINANCIAL SECURITY AND IN- 
DEPENDENCE THROUGH A 
SMALL BUSINESS FRANCHISE,” 
by Daniel J. Scherer, 46 pages in 
paper cover, published by Pilot Pub- 
lications. Price $2.00. The guide is 
useful for the business owner or pro- 
fessional man who may wish to be 
diversified by adding a franchise to 
his present business or maybe look- 
ing for a second source of income 
through investment of surplus capi- 
tal. 

For Details Circle 200 on INQUIRY CARD 


HARDWARE WORLD 








ea eect cties ean 


SAN FRANCISCO—The three story, 17,000 square foot building shown above 
will be headquarters for all West Coast activities of John Oster Mfg. Co. 
here. Located at 333 Ninth Street, the building provides offices for the Mil- 
waukee firm’s three divisions of Oster Electric Housewares; Oster Barber and 
Beauty Instruments; and Cummins Portable Electric tools. The Housewares 
division includes a completely equipped modern kitchen and auditorium for 
Oster’s staff of home economists in demonstrating various appliances. The 
John Oster Service Center is also located in the building for fast and efficient 


repair service to Oster customers. 


3M Creates New VP Post 


Appointment of Joseph C. Duke to 
the newly created position of execu- 
tive vice president for sales adminis- 
tration and public relations was an- 
nounced by Minnesota Mining & 
Manufacturing Co. Duke was pre- 
viously executive vice president for 
the coated fabrics, adhesives and 
chemicals divisions. 


Pres-to-log to Push Sales 


TACOMA, Wash.—New retail out- 
lets for Pres-to-logs will be added by 
Weyerhaeuser Company in their fall 
marketing program. Robert S. Lewis 
has been named to the new position 
of product manager to develop sell- 
ing policies, prices and packaging. 
Increased popularity of home fire- 
places is the reason given by Lewis 
for additional retail outlets of Pre- 
-to-logs. 
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Pittsburgh Plate Names 
Merchandising Manager 


Appointment of Walter D. Snyder 
as general manager of operations for 
the merchandising division of Pitts- 
burgh Plate Glass Company has been 
announced. Snyder succeeds Harry 
R. Kluth who has retired after 50 
years service. Snyder was previously 
manager of the New Orleans dis- 
tributing branch of the company. 


Pforsich Moves LA Office 


LOS ANGELES — H. M. Pforsich 
Co., direct mill representative for 
New York Wire Cloth Co., York, Pa., 
has moved to new quarters here. The 
firm’s new address is: 2343 Saybrook 
Ave., Los Angeles 22. Pforsich serves 
11 western states. The San Fran- 
cisco office was moved recently to 
466 Western Merchandise Mart, 1355 
Market St. 


Granite State 
Names Sales 
Manager 


Henry I. 
Olson 


Granite State Mowing Machine 
Company, Hinsdale, New Hampshire, 
has appointed Henry I. Olson vice 
president and sales manager. Olson 
will have complete charge of sales for 
the company’e products. He was for- 
merly with J. Russell & Company be- 
fore joining Granite State. 


Shelby Names Sales Mgr 


The Shelby Spring Hinge 
pany, Shelby, Ohio, announced the 
appointment of Edward Maddern as 
general sales manager recently. Mad- 
dern was formerly general manager 
of the Canadian Retail Hardware As- 


Com- 


sociation. Under his management, 
he built the Canadian association and 
its hardware show into one of the 
most successful trade associations 
and events in the U. S. and Canada. 
Shelby is a manufacturer of build- 
ers’ hardware. 


Yard-Man Appoints 
Sales Promotion Head 


George F. Bingham has _ been 
named sales promotion manager for 
Yard-Man, Inc., Jackson, Michigan. 
Bingham has been with the company 
since 1954. He will be in charge of 
all national advertising, merchandis- 
ing, market research and 
dealer promotion. 


special 


Olson Heads Delano Hardware 


DELANO, Calif—Harley Olson 
has been named manager at Delano 
Hardware Store here after some 20 
years’ experience with the former 
Maxwell Hardware Company in Oak- 
land. His most recent job was with 
the California Retail Hardware As- 
sociation as field secretary. 
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STANLEY SPECIALTIES TO BUILD L.A. PLANT 





NEW PLANT for Stanley Building Specialties Western Co. will consolidate 
under one roof. The 50,000 square foot facility is to be located in the Bixby 
Industrial Center, City of Industry, which is part of eastern Los Angeles. 
Aluminum windows will be manufactured and warehoused in the new plant. 
Stanley has been making aluminum windows in its El Monte, Calif., plant. 
Howard G. Smith is manager of operations for the company. 


Denver Rep Firm Appointed 
DENVER 

has been 

Colorado, 


Consolidated Brokerage 
named representative in 
Wyoming and Western 
Nebraska for Leeds Chemical Prod- 
ucts, Inc., according to Leeds presi- 
dent, Bernard Hoffman. The chemi- 
cal firm manufactures household and 
gardening aids. 


Simoniz Appoints Sales Mgr 


Arthur F. Connolly has been ap- 
pointed general manager of 
Simoniz Products Division, Simoniz 
Company, Chicago. Connolly has 
been with the firm since 1954. He 
will be responsible for the adminis- 
tration of the field sales divisions 
handling Simoniz consumer products. 


sales 























@ The addition 
of this 30 lb. capacity 
hanger to the Moore line 
provides the answer to any 
picture, or mirror, hanging prob- 
lem your customers may have. 
Known as No. 26, it is pack- 
aged the same as other Moore 
hangers in colorful Picture Win- 
dow Packets (4 # 26's to packet). 
Like them it sells fast, and with 
less effort. 
Your jobber can supply you. 


The Moore 720-8 
Counter display 
holds 72 Packets of 
the 5 different sizes, 
yet measures only 
1034," high with 9” 
diameter base. All 
metal. Revolves. 





MOORE PUSH-PIN CO. 


SINCE 1900...MAKERS OF FAMOUS MOORE PUSH-PINS 


113-25 BERKLEY ST., 





PHILA. 44, PA. 


For Details Circle 15 on INQUIRY CARD 
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Cal-Dak Forms 
New Division 





J. Mi. yal = 
Jayne r A 

@ 

LOS ANGELES—Formation of a 
new marketing division to handle 
sales, merchandising, sales promotion 
and advertising for both the Cal-Dak 
and Plas-Tex lines was announced 
recently. J. M. Jayne becomes ex- 
ecutive vice president of the new di- 
vision, according to Lloyd C. Nelson, 
president of Cal-Dak. 

The new marketing division be- 
came effective with the move of Cal- 
Dak executive and engineering of- 
fices to the Plas-Tex factory and of- 
fice building, 2525 Military Avenue, 
Los Angeles. Plas-Tex became a 
wholly owned subsidiary of the Cal- 
Dak Company last April 24. The 
Plas-Tex name and brand identifica- 
tion will be retained. 








Ekco to Acquire Washington 
Steel Products Co. 


TACOMA, Wash.—A plan whereby 
Ekeo Products Company, Chicago, 
will acquire all of the outstanding 
stock of Washington Steel Products 
Company, Tacoma, Wash., has been 
approved by the directors of both 
companies it was announced by Rob- 
ert Beggs, president of Ekco, and 
H. E. Anderson, president of Wash- 
ington. Details of the plan are being 
worked out for approval by the 
stockholders. 

Washington is a manufacturer of 
builders’ hardware and has subsidiary 
companies engaged in the wholesale 
hardware distribution business in the 
states of Washington and Oregon. 
Ekeo is in the builders’ hardware 
field through its subsidiary, the Ken- 
natrack Corporation, Elkhart, Ind., 
and has plans for further expansion 
in that field, Beggs announced. 


Shelby Metal Name Ass't S.M. 


Glenn R. Strouse has been ap- 
pointed assistant sales manager of 
The Shelby Metal Products Company, 
Shelby, Ohio. He is a 17-year veteran 
of the company. Strouse will work in 
promotion of the company’s standard 
line of builders’ and household hard- 
ware. Other duties include trade 
shows, wholesaler exhibits and new 
product research. 


ASCO Names Sales Mgr. 


Artley B. Parson, formerly of 
Houston, Texas, has been appointed 
sales manager for ASCO Labora- 
tories of Hudson, New Hampshire. 
Parson will be responsible for sales 
of ASCO’s “Ant-Line” and “Away,” 
an insect repellent. 


HARDWARE WORLD 





McCulloch 
Appoints 
Accessory 
Sales Head 


Scott 
Cole 


LOS ANGELES — Scott Cole has 
been named manager-accessory sales 
for McCulloch Corporation, manufac- 
turer of power chain saws. Cole’s 
position will be to head the nation- 
wide sales of chain saw accessories. 
McCulloch accessories include the 
Pintail saw chain, power earth drills, 
brushcutters, weedcutters and _ files 
and lubricants. . 

Cole joined McCulloch in 1953 as 
field service rep. In 1957, he was 
named manager of direct factory 
dealer sales in Southern California. 


New 
Housewares 
Sales Manager 
At Corning 


James H. 
Miller 


James H. Miller has been appointed 
field sales manager for housewares 
of the Consumer Products division of 
Corning Glass Works. Miller has been 
with Corning since 1946. His most 
recent position has been district sales 
manager in Dallas. 


Bissell 
Names L.A. 
Sales Mgr. 


Glen F. 
Wilcox 


LOS ANGELES — Glen F. Wilcox 
has been named district sales man- 
ager for Bissell, Inc. He will be in 
charge of Los Angeles and Southern 
California sales for the company. Wil- 
cox succeeds Norman M. Barbour who 
is retiring after 25 years’ service with 
Bissell. Formerly a territory sales 
manager for Ekco Products Co., Wil- 
cox was recently with United Silver 
& Cutlery Co. here. 


$&9Q 
Appoint Paint 
Sales Manager 


C.. W. 
* Kelley 


Janney, Semple, Hill and Com- 
pany, who serve S & Q Hardware 
Stores, has announced the appoint- 
ment of C. W. Kelley as paint sales 
manager. In his new position, Kelley 
will be responsible for all paint sales 
in the 21-state area covered by S & 
Q Hardware Stores. He will also de- 
velop a paint training program for 
retail sales personnel for group 
stores. He has been a paint specialty 
salesman for S & Q for five years. 





NEWS 
Toy Association to Open 
Permanent Toy Display 


A permanent toy display said to be 
the largest in the world will open 
early next year in New York City. It 
will be operated under the auspices 
of the Toy Manufacturers of the 
U. S. A., Inc., official association of 
the industry. The new exhibition hall 
will be located at 1107 Broadway, in 
the heart of New York’s toy market. 

The latest toys manufactured by 
members of the association will be 
displayed in some 9000 square feet of 
space. It is expected that displays 
will be changed and rotated four 
times a year. Richard E. Long, presi- 
dent of the association, stated that 
the project will afford an important 
service to members by giving contin- 
uous exposure to their products. The 
exhibition hall will be open to the 
general public by invitation. 


Gates Promotes Two Execs 


DENVER—Charles J. Korsoski, a 
Gates Rubber Company vice presi- 
dent, was named head of the “private 
Brands” sales division. Korsoski has 
been with Gates 27 years. He had 
been in charge of automotive jobber 


s and hardware sales. 


$ 


Drexel D. Minshall becomes head 
of the automotive jobber and hard- 
ware sales division. He has been a 
member of that department since 
1941. Minshall served as assistant to 
Korsoski. A nationally known au- 
thority in his field, Minshall is a na- 
tional director of the Automotive Ser- 
vice Industries Association. He is also 
on the national advisory council of 
the Independent Garage Owners Asso- 
ciation. 


KOBLICK SUPPLY SPONSORS SHOW 


KOBLICK SUPPLY COMPANY of Redwood City, Calif., 
held their first “Mid Peninsula Hardware Show” Sunday, 
October 11, 1959. Over 120 retail hardware firms sent rep- 
resentatives to the show which was hosted by Mr. and 
Mrs. Allan W. Koblick, owners of the company. 

The wholesale firm, sponsor of the hardware show, had 
36 manufacturers participating as exhibitors. The show 
was held at the warehouse and office of Koblick at 2920 
Bay Road. 

Miss Sylvania (Linda Thill) and William G. Hahn of 
Sylvania Photo Flash took pictures of guests and exhibi- 


tors. Door prizes were given away and many show spe- 
cials highlighted the exhibit. 

Pictured above left are owner of Cody’s Hardware, San 
Jose, and Art Bacsko of Koblick. A large buffet was 
served, and test-tasting, above center, are Allan Koblick 
and Ray-O-Vac rep Mr. Buchan. Exhibitors were kept busy 
showing and demonstrating their products, above right, 
to the attending dealers. 

From the enthusiastic response and interest which this 
first show received, Koblick has decided to make the show 
an annual event. 
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THE MODERN SPRINKLER 
THAT REALLY WATERS IN A 


SQUARE 


Smartest wrinkle in a sprinkler 
in years. The SQUARESPRAY 
sprinkler reaches out to cover areas 
from 2x2 to 35x 35 feet in exact 
square watering patterns. It gets 
the corners. Designed for tandem 
hookup. A natural “take me off 
the shelf” item, thanks to Proen 
national advertising and years of 
“in-use”’ satisfaction, 

OTHER PROEN PRODUCTS 

INCLUDE: 


WATERFEEDER—fertilizer applicator. 
Models range from $1.99 to $11.95 
each... WATERFEED—-cartridge type 
fertilizers. $1.00 per box of 20 
WATERFEED cartridges — also avail- 
able in ECONOMY BULK PACK... 
WATERSPIKE — 2-way sprinkler — 
Sub-Surface Irrigator — list price 
$4.90 each . . . PLANT-CHEM, the per- 
fect petted plant food to use with 
or without soil. Two formulae for 
regular or acid loving plants, 50¢ 
and $1 sizes 


FOR MULTIPLE PROFITS 
FEATURE THE PROEN 

LAWNCARE KIT... contains Square- 
spray Sprinkler, Waterfeeder 954 


and Waterfeed fertilizer. List price 
$5.95. 


PROEN PRODUCTS CO. 
9th & Grayson 
Berkeley 10, California 
contributions to finer gardening 
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WINNING WINDOW IN HOUSEWARES FESTIVAL 
Artes mane heats 


Fem LTougewares Festival 
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CALIFORNIA HOUSEWARES FESTIVAL window display contest, sponsored 
by eight housewares manufacturers in cooperation with the California Re- 
tail Hardware Association, was won by Byron B. Bolfing, Elmwood Hardware 
(above), Berkeley, Calif. Runnerup windows in the contest included Imperiale 
Hardware, Redwood City; Pearson’s Hardware, Oakland; and Lakeshore 
Hardware, Oakland. The grand prize for the winner was a trip for two to 
Las Vegas. 


New Sales 
Manager for 
Eclipse 


Lawn-Boy 
Adds Sales 
Rep In 
Northwest 


Roger L. = Phillip G. 
Kerkering Chapple 
e® 


Buffalo - Eclipse Corporation  an- 
nounced the promotion of Roger L. 
Kerkering to sales manager for the 


PORTLAND — Phillip G. Chapple, 
formerly with American Sisalkraft 
Corporation, has been appointed sales 


Eclipse Lawn Mower Co., Prophets- 
town, Illinois. He will be responsible 
for sales of the company’s line of 
lawn mowers, chain saws and other 
products. Kerkering has been with 
Eclipse since 1945. He succeeds A. E. 
Clauson who retired. 


representative for Lawn-Boy, Lamar, 
Mo., in the Pacific Northwest. Lawn- 
Boy is a division of Outboard Marine 
Corporation. Chapple’s appointment is 
the third personnel addition to the 
sales and service departments in the 
Northwest area. 





ALLEGRETTI OPENS NEW PLANT 


NEW LAWN EDGER FACTORY was recently completed by Allegretti and 
Company. The 50,000 square foot plant is located at 7232 Fulton Avenue in 
North Hollywood, California. Albert and Joseph Allegretti founded the firm 
in 1946. Sales manager Charles Payne stated: “Actual-test design with con- 
sumer needs and costs in mind has proven to be the answer to continual 
production increases in our organization.” 
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HOFFMAN HARDWARE CELEBRATES 75th YEAR 


CELEBRATION OF AN ANNIVERSARY by Hoffman Hardware Co. took 
place in Los Angeles. The firm opened in 1884 when only 15,000 people lived 
in Los Angeles. Hoffman Hardware was honored at a luncheon at a meeting 
of the Los Angeles Chamber of Commerce by Yale & Towne. A large cere- 


monial key from Yale was presented to B. J. 


Badham, Sr., 81, president of 


Hoffman. Badham’s father-in-law founded the firm. 

Pictured above for the presentation of the key are, from left, James D. 
Young, general sales manager of Yale & Towne Lock & Hardware division; 
Eugene Weston, Jr., chairman of the meeting and of the Chamber of Com- 
merce’s Construction Industries Committee; Badham, Sr., accepting the key; 


B. J. Badham, Jr., vice president; E. 


D. Badham, secretary; and Robert E. 


Badham, manager of builders’ hardware. Three generations of the Badham 


family are represented. 


The family-owned firm opened as a small store at 2nd and Main 75 years 
ago. Today the company occupies a $750,000 modern facility on six acres in 
the central manufacturing district at 6625 East Washington Blvd., Los An- 


geles. 
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Osgood & 
Howell 
Changed to 
March Sales 


Phillip J. 
March 


BURLINGAME, Calif.—Effective 
January 1, 1960, Osgood & Howell, 
manufacturers’ representative firm, 
will be changed to March Sales. 
Philip J. March, now owner of the 
firm, states that “sales promotion on 
a high plane of ethics will continue 
to be our endeavor—perpetuating the 
policies established by the founders 
of Osgood & Howell.” 

“Marchandising” is to become a key 
word with future “March Sales” ef- 
forts. 

March joined Osgood & Howell in 
1941. A few years ago he became 
owner of the firm which is one of the 
oldest manufacturers’ representatives 
in Northern California. The firm will 
continue to cover Northern California 
and Western Nevada. 


Keyco Names VP 


Keyco Products, Inc., of Wrights- 
ville, Pa., announced the appoint- 
ment of John A. Andrews, Jr. as ex- 
ecutive vice president. Andrews was 
former manager of national accounts 
for Landers, Frary & Clark. He is a 
17-year veteran in the housewares 
field. 
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Bart-Kinnison Moves 
BURLINGAME, Calif—The manu- 


facturers’ representative firm of 
Bart-Kinnison Co., formerly in the 
Western Merchandise Mart, San 
Francisco, has moved to 719 Cali- 
fornia Drive here. 

Dave Bartelme, owner of the firm, 
states that he was one of the original 
housewares tenants when he moved 
into the Mart 22 years ago. 

The products handled by the firm 
are sold strictly to wholesalers. The 
firm will continue to represent manu- 
facturers of housewares, flatware, 
and garden supply manufacturers 
with limited warehouse facilities. 


Bassick Appoints S.M. 


Ralph D. Mount has been appointed 
general sales manager of the Bas- 
sick Company. Mount is a 32-year 
veteran with Bassick. He will be re- 
sponsible for all sales of furniture 
and industrial casters and office chair 
controls. The company is a division 
of Stewart- Warner Corporation. 
Mount joined the firm in 1927 as a 
member of the sales staff. 


Prizer-Ware Names S. M. 


Samuel E. O’Connell has been ap- 
pointed general sales manager for 
the Prizer-Ware line of porcelain- 
enamel cast-iron cookware. O’Connell 
will be in charge of setting up na- 
tional representation and_ distribu- 
tion of the line. Prizer-Ware was re- 
cently purchased by Textile Machine 
Works, Reading, Pa. 





“Peachy” Idea 
Booms Business 
For Utah Firm 


Sheree 
Davis 


SPONSORING a blonde beauty in 
a Peach Days Queen contest was a 
“peachy idea,” according to officials 
of the Breitenbecker Hardware and 
Appliance Store, Brigham City, Utah. 

“It boosted our business in Sep- 
tember and we obtained much extra 
trade as a result,” say officials, after 
sponsoring Sheree Davis in the an- 
nual Peach Days festivities. The 
hardware store’s candidate not only 
was chosen for attendant to the 
queen, but helped lead the “Mardi 
Gras” parades. 

There were 70 units in the parade, 
32 floats and 10 bands, with the 
hardware store’s candidate in the 
lead float. 

Also, the Peach Days candidates 
were featured in newspapers (with 
Breitenbecker’s name in the cut lines) 
and also on television and radio net- 
works in the Inter-mountain area. 

“Everyone was talking about Peach 
Days, oldest celebration of its kind 
in the state, and they mentioned our 
blonde candidate,” say store officials. 
“We received much favorable public- 
ity and comment, and extra business 
as well by sponsoring the beauty. It 
was a ‘peachy idea’ any way you look 
at it. A pretty girl always helps 
trade, especially this fall.” 


Clinton Promotes Two 


Clinton Engines Corporation has 
announced the appointment of Vin- 
cent L. Benton as manager of dis- 
tribution, sales and service. Eugene 
Streets has been named works man- 
ager of the Maquoketa, Iowa, plant. 
Benton was formerly Eastern and 
Western divisional manager. 
Streets has been with Clinton nine 
years. 


’ 
saies 
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VICTOR ( 


HACK SAW 


BLADES 
BY REPUTATION, 
the better 
Hack Saw Blade 
BY SALES, 
a better 
profit producer } 


Advertising presells your cus- 
tomers on the quality-made 
Victor Hack Saw Blade. Top 
performance re-sells them 
when they need a replacement. 
Every blade is the product of 
the best grades of alloy steel 
plus skilled workmenship that ¥” 
assures the purchaser of the 
best Hack Saw Blade he can 
buy ...and at the right price. 








Special Flexible Blade 
Economy-priced blades for the avera 
homeowner. 


Moly® High Speed Steel 


Long-life, outlasts standard high spe 
blades by 10 to 1. 


Victor Hack Saw Frames 


waves HOI OIA 


ge 


ed 


You get the correct blade tension every 


time, automatically. 





DENVER POT & KETTLE ELECT OFFICERS 


OFFICERS ELECTED to the Denver Pot & Kettle Club are pictured above. 
From left are: Edwin D. Wolf, corresponding secretary; James Thompson, 
recording secretary; J. Howard Naden, historian; Fritz Sienknecht, treasurer; 
Maurice Fink, 2nd VP; Roy J. O’Donnell, Ist VP. Seated is president Harry 
H. Lipp. Sitting on desk at right is past president Merritt H. Spilman. 


NEMA Elects A/C Officers 


C. W. Paulson, 
Air-Conditioner department, West- 
inghouse Electric Corporation, has 
been elected chairman of the Room 
Air-Conditioner Section of the Na- 
tional Electrical Manufacturers As- 
sociation. He succeeds J. B. Ogden, 
vice president of sales, Airtemp di- 
vision, Chrysler Corporation. Ogden 
has been named to represent the Sec- 
tion on the board of directors of the 
proposed NEMA consumer products 
division. 


manager, Room 


Home Improvement Show 
Ready for Chicago 


The Home Improvement Products 
Show takes place at the Navy Pier 
in Chicago February 5-7, 1960. Show 
manager, Robert Pomerance an- 
nounced that the show will have the 
greatest number of exhibitors in its 
four year history. Attendance is ex- 
pected to set an all-time high during 
the 1960 show. He also stated that 
the next ten years will be the biggest 
decade for the home modernization 
industry. 


WYOMING HARDWARE HAS FIRST SHOW 


Two Colorful Display Cards 
Make your selling job easier by dis- 
playing these eye-catching, sales-build- 
ing displays where your customers can 
see — and buy. 


Display Card No. 166 holds 10 
““Molyflex”’ blades, assorted. Display 
Card No. 45 holds 3 blade assortment 
of Special Flexible Blades. 


val V1 COR w 


Sold Only Through 
Recognized Distributors 


f REE Ask your Victor 


Distributor for a supply of 
NEW Metol Cutting Booklets 
and Wall Charts. 


ew 
~m> i 


FALL HOUSEWARES was the theme of the first housewares and gift show 
sponsored by Wyoming Hardware Company, Casper, Wyoming. Some 35- 
housewares and gift lines were presented to 75-dealers from all parts of 
Wyoming. Representatives from many major manufacturers were in atten- 
dance, also. Paul J. Manly, vice president and general manager of the whole- 
sale firm, stated that the turnout and success of the show has prompted the 
company to make the event an annual affair. Manly is pictured above, ex- 
treme right, with attending dealers and representatives. 





VICTOR SAW WORKS 
» MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hacksaw Blades, 
Frames, and Metal and Wood Cutting 
Band Sow Blades of every type and size. 
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SO. CALIF. HOUSEWARES CLUB ELECT OFFICERS 


OFFICERS of the Housewares Club of Southern California for this year are 
(standing from left): Corresponding secretary—Sid Toloff, Pacific Coast Sta- 
tioners; board members—Al Samson, U. S. Hardware & Paper; Dick Moore, 
R. C. Moore & Co.; Ed Clark, Rubbermaid, Inc.; Phil Aster, Standard Mer- 
chandise; outgoing president—Rodger Dunstan, Regalware; incoming presi- 
dent—Mort Phillips, Wm. E. Phillips Co.; board members—Allan Peters, Mir- 
man & Peters; Jack Ness, American Sponge & Chamois Co.; vice president— 
W. R. MecGibbons, Walt Runglin Co.; board members—Bill Rosenfeld, Robert 
Morton Co.; and Ted Dryer, Dryer & Love. Kneeling in front are board mem- 
bers—Glenn Kline, Empire Brush Co.; Ted Grayson, Ted Grayson Co.; and 
Michael Srednick, Cole & Srednick. Missing from picture are: treasurer— 
Howard Zimmerman, Wesco Merchandise; and recording secretary—Jack 
Smith. 


HOUSEWARES GROUP RELAXES ON WAIKIKI BEACH 


rd 
Pad 
p? 


” 


WESTERN HOUSEWARES PEOPLE take time out on recent Hawaiian tour. 
From left to right: Paul Rice, former rep in San Francisco, now resident of 
Hawaii; Ted Dryer, rep in Los Angeles, and his wife Helen; Lou Collins, rep 
in Honolulu; A. Walt Runglin, rep in L. A.; Irene Greenwell, Hickey’s Hard- 
ware, Ventura, Calif.; W. R. “Mac” McGibbons, A. Walt Runglin Co., Inc., 
L. A. Doing hula (1. to r.): Charles Putnam, rep in San Francisco; Mrs. 
Gladys McGibbons, and Mrs. Adel Runglin. 
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NEW USE FOR PAINTER'S MASK 


A NEW USE has been found for 
the light aluminum respirators sold 
in the paint departments of nearly 
all hardware stores. 

Ink mist is a universal problem in 
all but the most modern metropolitan 
press rooms of newspapers which 
have elaborate air conditioning sys- 
tems. 

Gene Denton, above, press room 
foreman at the Herald and News in 
Klamath Falls, Ore., became con- 
cerned over the ink mist problem 
earlier this year when he was unable 
to throw off a_ persistent cough. 
Watching a spray painter in the 
plant adjust his mask before starting 
to work, he decided to adapt the idea. 
His press crew has been enthusiastic 
after the first self-consciousness and 
the incidence of colds and coughs has 
dropped materially in the last three 
months. 


Mr. Denton shared his idea through 
a newspaper trade publication (Edi- 
tor and Publisher and has had queries 
from all over the nation and as far 
away as the “Manila News.” His an- 
swer to queries about who makes the 
respirators is: 

“Buy them at any_hardware paint 
department. They cost about four- 
bits and the filters run about a cent 
apiece.” 


NRMA Sales Div. To Meet 
In Phoenix 


PHOENIX, Arizona— The annual 
convention of the Sales Promotion 
Division of the National Retail Mer- 
chants Association will take place 
April 24-27, 1960. The meeting will 
be held at Paradise Inn., Phoenix. 
Edward F. Engle, manager of the di- 
vision, added to the announcement 
that this marks the first time any 
NRMA division has held a convention 
in Phoenix. It indicates the growing 
importance to the national economy 
of the Southwest portion of the 
United States, he remarked. 
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San Francisco! 


GIFTWARES, HOUSEWARES, TOYS, CHINA, GLASS, LAMPS, 
ART, DECORATIVE ACCESSORIES, STATIONERY, BABY GOODS 


Shop for all of your needs in beautiful, permanent show 
rooms in the Mart with hundreds of lines of exciting 
néw merchandise from all over the world where you 
see the latest style trends in the whole range of home 
furnishings as well... and.you get fresh, sales-building 
ideas for merchandising, display and advertising 

And to make your show complete, hundreds of other 
top lin il] show at Brooks Hall, the Sheraton-Palace 

St. Francis and Sir Francis Drake Hotels 


SAN FRANCISCO—best city in the world for after-hours 
fun and excitement. THIS IS THE FESTIVE SHOW! 


WESTERN MERCHANDISE MART 


1355 MARKET STREET SAN FRANCISCO 3, CALIFORNIA 


Let the Mart help you get hotel and motel reservations 
Write today 
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NEWS 
CALIFORNIA GIFT SHOW CELEBRATES 50th YEAR 





GOLDEN ANNIVERSARY of the California Gift Show 
will be celebrated during the show in Los Angeles, Janu- 
ary 24-29, 1960. The keynote speaker at the traditional 
Gift Show breakfast January 26 will be Edmund S. Platt, 
vice president and general manager of Montgomery Ward 
& Co. Announcement that Platt would be the speaker 
came from a conference of show executives pictured 
above. Seated are, W. H. (Pete) Bostrom, chairman of 
the golden anniversary show; Mrs. Fred S. Meyer, who 
represented her husband, chairman of the Gift Show 
breakfast. Standing at left is Reed Hixson, vice president 
of Trade Shows Ltd.; Harold W. Wright, general man- 
ager of the Los Angeles Chamber of Commerce. He was 
one of the founders of the show as a Chamber project in 
1935. At right is Trade Shows president George L. Pas- 
coe. The firm manages the California show. 


FAR WEST TOY CLUB ELECTS 


SAN FRANCISCO—Installation of the newly elected 
officers of the Far West Toy Club took place recently. 
Pictured above from left are: board of director member— 
Marcus Davis, Golden Gate Stationery & Toy Co.; 2nd 
V.P.—Phil Rubin, American Toy & Plastics; president— 
Frank MeMillan, factory rep.; board member—Al Ouger, 
factory rep.; Ist V.P.—Jack Johnson, factory rep.; sec- 
retary—Art Baar, factory rep. Not present was treasurer 
—Dick Drury, factory rep. 

Out-going president, George Alton, Oakland Toy & Sta- 
tionery Co., and now a member of the board of directors, 
was presented an attache case by the club. 

Future activities of the club include the annual picnic 
to be held Sunday, September 27, at Deer Park in Fair- 
fax, Marin County. On September 30, the club is spon- 
soring a cocktail and dinner party at the Mark Hopkins 
hotel in honor of the Toy Wholesalers Association. 
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Stanley 
Names 
Sales Rep. 


Richard L. 
Dixon 


SAN FRANCISCO—Stanley Hard- 
ware, division of The Stanley Works, 
New Britain, Conn., has appointed 
Richard L. Dixon as sales represen- 
tative. He covers Northern California 
and Nevada, with headquarters in San 
Francisco. Frederick P. Coholan con- 
tinues to represent Stanley in Met- 
ropolitan San Francisco. 

Dixon joined Stanley in 1956. He 
was formerly with Monroe Calculat- 
ing Machine Co. 


Imperial Buys Westbrook Co. 


RIVERSIDE, Calif—J. R. West- 
brook Co. became part of the Impe- 
rial Hardware Co. chain recently. 
Sale of the store was announced by 
R. H. Westbrook. Westbrook also 
stated that he and his partner, A. O. 
Wheatley, are retiring from active 
business. All of the present em- 
ployees will be retained and the store 
will keep the Westbrook name. 

The Westbrook store was founded 
in 1900 by Henry and Chris Franzen. 
J. R. Westbrook became a partner in 
1908. The Westbrook family obtained 
completed ownership in 1929. 

Imperial Hardware Co. was founded 
by Howard P. Meyer and George W. 
Anderson in 1908. It has expanded to 
a chain of 15 stores in Southern Cal- 
ifornia and Arizona. Headquarters 
and a wholesale store are also located 
in El Centro. 

The new manager for the Riverside 
store will be Carlos R. Worrall, who 
has been with Imperial since 1937. 
Upon the purchase of Westbrook’s 
Worrall resigned as president and 
general manager of Imperial. He will 
become Westbrook manager and vice 
president and coordinator of the com- 
pany’s stores in the Riverside area. 
John Kearney has been named as the 
new board president to succeed Wor- 
rall. The post of secretary-treasurer 
vacated by Kearney will be filled by 
Drexel Cooper, who will direct mer- 
chandising activity. 


Rotary Inventor Retires 


Leonard Goodall, inventor of the 
rotary power lawn mower, has re- 
tired from the company he founded. 
Goodall was founder and design engi- 
neer of the Goodall Manufacturing 
Co., Warrensburg, Mo. 

Goodall began experimenting with 
power lawn mowers in the early 
1930’s. In 1931 he developed a reel- 
type power mower. He built his first 
rotary mower in 1937. The manufac- 
ture of rotary mowers has developed 
to the extent that now 90 per cent of 
power mowers sold are rotary design. 
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U. S. Steel Names President 


$. WD. 
McCall 


Le 
Worthington 


Leslie B. Worthington was elected 
president and chief administration 
officer of United States Steel Corpo- 
ration. He succeeds the late Walter 
F. Munford. 

The announcement was made by 
Roger M. Blough, chairman of U. S. 
Steel, following a special meeting of 
the board of directors. Worthington 
had been president of Columbia-Gen- 
eva Steel division in San Francisco 
since 1957. He began working for U. 
S. Steel in 1923 as a sales apprentice 
with Carnegie-Illinois Steel in Chi- 
cago. 

Following the appointment of 
Worthington, it was announced that 
J. D. McCall has become president of 
Columbia-Geneva Steel. McCall is a 
native Californian and former vice 
president of the San Francisco firm. 
He has been with U. S. Steel since 
1936. 


Seattle Hardware Forms 
New Company 


SEATTLE—Seattle Hardware Co., 
which has supplied steel for Pacific 
Northwest industries since 1883, has 
announced the formation of a new 
company to deal exclusively in steel. 
The company is known as Seattle 
Steel Service. 

Robert C. Lenfesty, president of 
Seattle Hardware Co. and of the new 
firm, made the announcement. Len- 
festy also said that the steel firm is 
set up to meet the needs for special- 
ized stock, service and selling. Al- 
though the firm will be a division of 
the hardware company, it has its own 
modern building and equipment. Spe- 
cially trained personnel will direct 
the purchasing, warehousing and sell- 
ing of steel products. T. N. Hughes 
is manager of the operations. Offices 
and warehouse are located at 3844 
First Ave. S. 


Raymond Starts Agency 


SEATTLE—Don Raymond re- 
signed recently from the Rueger 
Company as district manager here to 
establish his own manufacturers’ rep- 
resentative firm. He will continue to 
work with general hardware, tools, 
and builders’ hardware covering the 
territory of Washington, Oregon, and 
Northern Idaho. His business address 
is P. O. Box 4083. 
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HARDWARE 
ITEMS 


at & fa 
i P , 


é 


GIVE YOU 


EASY-TO-SELL 
PROFITS 


ems WINGED 
SHOULDER HOOKS 


Self-screw one-piece hook 
for draperies and cur- 
tains in nickel or brass 


— finish. Integral wings for 
j easy hand installation. 5 
j sizes ('/2"' to 1'/2"'). 

Packed 100 to a box. 


CUP HOOKS 


One-Piece Durable 


6 sizes ('/2" to I'/44"') in Nickel and 
rass, each 

packed 100 to 

a box, %"" size 

carded in 7 §& 

popular colors 

plus Nickel 

and Brass. 


‘ez UTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 2-to-a-card or 

In boxes of 50. 

WW 


Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 25 with 
2 flat head steel screws 


. per hook. 
GRIES 


WING & CAP NUTS 


. 4 popu- 


GRIES 
E-Z 


ight rustproof finish . . 
sie lar don of each. Each type 
boxed in attractive, self-selling 
counter display assortments. 
Also available in bulk or 
packaged 100 
to a box in 
a complete 
range. of 
thread sizes. 


JOBBERS: Write now for prices and 

catalogue sheets on GRC's full line of money-mak- 

ing hardware items, including DRAPERY RINGS, 

SCREEN & WINDOW HARDWARE, DRAIN COCK 
for de- 


livery on these and other fe. 


GRC hardware items. N 


KEYS. 
DEALERS: See your jobber 





GRIES REPRODUCER CORP. 


{MULL 


World's foremost producer of small die castings 
132 Beechwood Avenue, New Rochelle, N. Y. 
NEw Rochelle 3-8600 
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Lane Publishing 
Establishes Two Subsidiaries 


MENLO PARK, Calif.— The Lane 
Publishing Co. has formed two new 
subsidiaries, Lane Magazine Com- 
pany, which will operate Sunset 
Magazine and the Lane Book Com- 
pany which owns and operates the 
book publishing business. 

The book subsidiary which has been 
operated as a separate division quite 
successfully for many years with do- 
it-yourself type books on gardening, 
home improvement, etc., will expand 
its activities to become a general book 
publisher in both the trade and text- 
book field in addition to its regular 
publishing activities. 

Many of the do-it-yourself type 
books have been sold in hardware 
stores throughout the West. The offi- 
cers of the company will be Melvin 
B. Lane, president; L. W. Lane, Jr., 
vice president, and George Pfeiffer, 
III, vice president and general man- 
ager. 


New Ingersoll Products VP 


Ingersoll Products Division of 
Borg-Warner Corporation has elected 
Blaz A. Lucas, Jr., vice president in 
charge of sales. Lucas has been as- 
sociated with the division since 1956. 
His prior position with the Chicago 
firm was manager of sales. He was 
formerly with Packard Motor Car 
and United States Steel. 


GLAZIERS’ POIKTS 


Everybody reaches for 


... Nudge into place with putty 
knife. Amateurs love ‘em... “pros” 
swear by them. In convenient box. 


le Vv 
11:49 points" ¥ 


.. . Clean cut, zine coated. 
In handy package. 


Poin i 
... shoots points into 


toughest wood. Patented 
ynose plate prevents dropout! 


Union, N. J., U.S. A. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


Jan. 11-15 NATIONAL HOUSEWARES EXHIBIT, Navy Pier & 
Drill Hall, Chicago, Ill. (Dolph Zapfel, Merchandise Mart, 
Chicago, III.) 


Jan. NATIONAL ASSOCIATION OF HOME BUILDERS 
16TH ANNUAL CONVENTION AND EXPOSITION, 
Conrad Hilton & Sherman Hotels and Coliseum, Chicago, 
Il]. (National Association of Home Builders, 140 S. Dear- 
born St., Chicago, Ill., D. B. Grady, Chairman.) 


INTERMOUNTAIN ASSOCIATION OF HARDWARE & 
IMPLEMENT DEALERS CONVENTION, Hotel Utah, 
Salt Lake City. (Intermountain Association of Hardware 
& Implement Dealers, 308 Continental Bank Bldg., Boise, 
Ida., Leon Weeks.) 


24-29 CALIFORNIA GIFT SHOW, 50th, Ambassador and Bilt- 
more Hotels, Brack Shops, Merchandise Mart. (Trade 
Shows Ltd., 3510 Council Street, Los Angeles, Calif.) 


WESTERN WINTER MARKET, Merchandise Mart, San 
Francisco, Calif. (Henry Adams, 1355 Market St., San 
Francisco, Calif.) 


NORTH COAST RETAIL HARDWARE ASSOCIATION 
CONVENTION AND HARDWARE INDUSTRY SHOW, 
Masonic Temple, Portland, Oregon (North Coast Retail 
Hardware Assn., Rt. 12, Box 109, Fife Square, Tacoma, 
Wash., Martin W. Danko.) 


26-27 MOUNTAIN STATES HARDWARE & IMPLEMENT 
ASSOCIATION CONVENTION, Cosmopolitan Hotel, 
Denver, Colo. (Mountain States Hardware & Implement 
Assn., 1233 Spruce St., Boulder, Colo., F. W. Reich.) 


PACIFIC SOUTHWEST HARDWARE AND HOUSE- 
WARES SHOW, State Fairgrounds, Phoenix, Ariz. (Pa- 
cific Southwest Hardware Association, Otto Grigg, Man- 
aging Director, 1519 South Garfield, Los Angeles 22.) 


HOME IMPROVEMENT PRODUCTS SHOW, Navy Pier, 
Chicago, Ill. (4th Annual HIP Show, 331 Madison Ave., 
New York.) 


WESTERN CHINA, GLASS, GIFT, JEWELRY, TOY, 
STATIONERY AND HOUSEWARES SHOW, Exhibit 
Hall, San Francisco. (Kay Leber, WMEA, 1355 Market 
St., San Francisco.) 


WESTERN STATES HARDWARE - HOUSEWARES 
SHOW and CALIFORNIA RETAIL HARDWARE ASSN. 
CONVENTION, Brooks Hall, Civic Center, San Francisco. 
(Krueger Jacobsen, 122 9th St., San Francisco.) 


PORTLAND GIFT SHOW, Public Auditorium & Plaza & 
Benson Hotels, Portland. (Kay Leber, WMEA, 1355 Mar- 
ket St., San Francisco.) 


NORTHERN WHOLESALE HARDWARE CO. CON- 
VENTION AND SHOW, 805 N. W. Glisan St., Portland 
8, Ore. 


PACIFIC NORTHWEST HARDWARE & IMPLEMENT 
ASSN. CONVENTION, Benson Hotel, Portland. (Mal- 
colm Smith, 210 Empire State Bldg., Spokane, Wash.) 


WEST COAST HARDWARE AND HOUSEWARES 
SHOW of Pacific Southwest Hardware Association, Great 
Western Exhibit Center, Los Angeles. (Pacific Southwest 
Hardware Assn., Otto Grigg, 1519 South Garfield, Los 
Angeles 22.) 


SEATTLE GIFT SHOW, Armory, Olympic and New 


Washington Hotels and Terminal Sales Building, Seattle. 
(Kay Leber, WMEA, 1355 Market St., San Francisco.) 


For additional information about the conventions and shows listed above 


and others not listed in this issue, write to HARDWARE WORLD Service 
Bureau. 
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Two Staff Changes 
at HARDWARE WORLD 


SAN FRANCISCO — Milton Albin 
has been appointed general manager 
of HARDWARE WORLD in addition 
to his other duties as editor by Rob- 
ert E. McKenna, publisher of the 
World and three other publications 
of the Chilton Company, Philadel- 
phia. Albin joined the 52-year-old 
Western business magazine in 1945. 
He was named editor in 1952. Pre- 
vious to joining HARDWARE 
WORLD he worked in circulation, ad- 
vertising and editorial departments 
of three Pacific Coast newspapers and 
was an assistant editor of two San 
Francisco trade papers. 

At the same time it was announced 
that Donald E. Martelle has been 


Builders Hardware School 
Planned in Northern Calif. 


SAN FRANCISCO, Calif.—The 
Northern California Chapter of Ar- 
chitectural Hardware Consultants and 
the Builders Hardware Club of 
Northern California is now schedul- 
ing a basic builders hardware school 
early in 1960. 

According to original plans, it will 
consist of 20 sessions of two hours 
each to be supervised and instructed 
by AHC members and factory spe- 
cialists. The cost to students is ex- 
pected to be $20 for the course. 
Classes are expected to be held at the 
San Francisco Builders Exchange on 
South Van Ness Avenue here. Those 
interested in further information 
should circle No. 250 on Inquiry Card 
in this issue. 
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Milton Albin 
General Manager 


Don Martelle 
Assistant Editor 


named assistant editor. He joined 
HARDWARE WORLD in June, 1959, 
as an editorial assistant. Martelle is 
a graduate of the University of Mich- 
igan and has worked in advertising 
and sales promotion. 


L.A. Builders Hardware 
To Start Training Course 


LOS ANGELES—Pete Matthiessen 
of Union Hardware & Metal Com- 
pany and chairman of the education 
committee of the Southwest Chapter, 
American Society of Architectural 
Hardware Consultants, announced a 
new training course in builders’ hard- 
ware. The course is sponsored jointly 
with the Builders’ Hardware Club of 
Southern California and Southwest 
Chapter ASAHC. The school begins 
January 4, 1960, and will run for 16 
weeks. The class will meet each Mon- 
day night. For those wanting further 
information about this new training 
course Circle No. 
Card. 


Zz Se 


251 on our Inquiry 


maw 


For Details Circle 21 on INQUIRY CARD 
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Yale 
Appoints 
Consultant 


John R. 
Schoemer 


John R. Schoemer, AHC, has been 
appointed a consultant on architec- 
tural hardware for The Yale & 
Towne Manufacturing Company. 
Schoemer was managing director of 
the National Builders’ Hardware As- 
sociation for 15 years. 

Before joining NBHA, Schoemer 
had his own hardware business in 
New York City for nine years. He 
has also been associated with Os- 
trander & Eshleman, New York, and 
with Sargent & Company. 

Schoemer was a charter member of 
the American Society of Architec- 
tural Hardware Consultants and 
served as its executive secretary for 
six years. He is a member of several 
other builders’ hardware clubs and 
societies. 

Schoemer will make his he -adquar- 
ters at Yale & Towne division’s cen- 
tral office in White Plains, N. Y. 


Ramset Names Executive 

R. W. Henning has been appointed 
product development and evaluation 
manager for Ramset Fastening Sys- 
tem, New Haven. Henning joined 
Ramset, which is part of Olin Mathie- 
son Chemical Corporation, 10 years 
ago. 
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IN MEMORIAM 





Gardner P. 
Dynes 


Gardner P. Dynes, 66, formerly gen- 
eral sales manager of the Columbian 
Rope Company, Auburn, N. Y., died 
recently. 

Dynes retired from Columbian Rope 
in 1958 after serving 41 years in the 
sales operations of the company. He 
joined the firm in 1917 as a salesman. 
He became assistant sales manager 
in 1944 and in 1953 was appointed 
general sales manager. 


ANTONE J. RAFETTO 


SACRAMENTO, Calif.—Antone J. 
Rafetto, 80, died in Sutter hospital 
here. He was co-owner of Newbert 
Hardware & Implement Company. 
Rafetto was a partner in the hard- 
ware firm for 46 years. He was still 
active until 10 days before his death. 

Born in Pacheco, Contra Costa 
County, Rafetto came to Sacramento 
about 55 years ago. He worked sev- 
eral years for Baker & Hamilton here. 


WILLIAM J. SWEENEY 


SEATTLE — William James 
Sweeney, 50, manager of Alki Lum- 
ber & Hardware Co., died of a heart 
attack in Portland, where he had 
gone to attend a football game. 

Sweeney was born in Montana and 
came here in 1919. He took over op- 
eration of the business in 1938 after 
the death of his father. Sweeney 
was a member of the Seattle Lum- 
berman’s Club, the West Seattle Com- 
mercial Club and other service or- 
ganizations. 


BEN KRAFT 


KODIAK, Alaska—Ben Kraft, 
widely known Kodiak hardware mer- 
chant, died at his home here recently. 
The store bearing Kraft’s name was 
purchased by his father in 1903 from 
the North American Commercial Co. 
The establishment has been expanded 
until it now occupies nearly two city 
blocks. Kraft was also owner of Ko- 
diak Motors and principal stockholder 
and vice president of the Bank of 
Kodiak. 


ARTHUR J. LaCROIX 


Arthur J. LaCroix, 76, died after a 
long illness. He was chairman of 
the board of Hyde Manufacturing 
Company, Southbridge, Mass.  La- 
Croix began working at the Hyde 
Company in 1904. He became presi- 
dent in 1929 following his father’s 
death, and chairman of the board in 
1958. 
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\ MANUFACTURING COMPANY 
4865 San Fernando Rd. West « Los Angeles 39, Calif, 
For Details Circle 23 on INQUIRY CARD 


FRED W. SCHATTEN 


LOS ALTOS, Calif.— Fred W. 
Schatten, 60, died after a lengthy ill- 
ness. Schatten was owner of El 
Camino Hardware, Paint and Gift 
Shop in Mountain View. 


JOHN T. MAINS 


John T. Mains, 56, vice president in 
charge of sales of The Union Fork 
and Hoe Company, died on Nov. 16 in 
Columbus, Ohio. 

From 1924 until 1946, Mains worked 
for American Pad & Textile Com- 
pany. He was president of the firm 
when he resigned. Mains joined Union 
Fork and Hoe in January, 1947, and 
was made vice president of sales the 
following month. 

Prolonged periods of public service 
were served by Mains. He served two 
years on the War Production Board 
as a “dollar-a-year-man” from 1943- 
45. In addition he served one term on 
the Greenfield, Ohio Village Council; 
two terms as Mayor of Greenfield; 
and several terms as chairman of the 
Republican Party in Highland County, 
Ohio. 

Mains did defense work in 1939 be- 
fore this country’s entry in World War 
II. He worked with the U. S. Navy, 
Army Quartermaster Corps, and Air 
Force in the development of products 
for the defense program. 

He leaves his widow, one son and 
a brother. 














Western Wholesalers’ Directory 


includes 185 wholesalers located in 
63 cities in 12 of the Western States. 
This 16-page annual directory gives 
valuable information about general 
line and specialty wholesalers who 
serve the retail hardware field. Each 
listing includes executives, terri- 
tory served, types of merchandise 
handled, special sample display 
rooms, specialty salesmen and spe- 
cial services offered. Price $1.00. 


Send check to 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street, San Francisco 3, Calif. 








For Details Circle 24 on INQUIRY CARD 
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Vill OLYMPIC WINTER GAMES . . . 


Can Mean Big Sales in 


OR the first time in 28 years 

the Olympic Flame will be 
lighted on American soil. From 
February 18-28, 1960, Squaw 
Valley, California, will be the 
scene of a 20-million dollar win- 
ter sports project. No sporting 
event in American sports his- 
tory has ever reached the pro- 
portions that the VIII Olympic 
Winter Games have attained. 

AS HOSTS for this winter 
sports spectacle, the Federal 
Government, the State of Cali- 
fornia and the State of Nevada 
have done an amazing job in 
making a near-total wilderness 
into a complete Olympic village. 
About 1000 athletes from over 
30 countries will be housed, fed 
and entertained at Squaw Val- 
ley. An expected 400,000 Amer- 
icans will be on hand during 
the 1l-days to watch and do 
some winter sports playing of 
their own. Two Olympic slopes 
will be open to the public two 
days after the opening cere- 
monies. At least a dozen other 
ski centers in the vicinity will 
be available to skiers. 


DECEMBER 1959 


Winter Sports Equipment 


FAR REACHING effects can 
be expected from the wide news 
coverage of the Winter Games. 
For the first time, live television 
will feed the games direct to 
the American public. An esti- 
mated audience of 140 million 
is possible. 

WITH A WINTER SPORTS 
BOOM in the making, the sport- 
ing goods department should 
not miss the opportunity to 
serve the new customers and 
the regular customers who will 
want more information on the 
Olympic Winter Games and 
winter sports. 

A WINDOW DISPLAY of 
winter sports equipment is a 
natural setting for the Olympic 
Winter Games promotional ma- 
terial which is available to the 
sporting goods department. 

OLYMPIC POSTER in four 
colors would make a good back- 
ground for a window or an in- 
store display. Circle Number 
185 on the Inquiry Card. 

COUNTER CARD with a 
built-in box to hold brochures 
which have ticket and housing 


applications, transportation 
routes and a schedule of events 
is also available for part of a 
display. Circle Number 186 on 
Inquiry Card. 

DETAILED MAP of Squaw 
Valley and the routes to get 
there is a good hand-out for 
those taking the trip. Circle 
Number 187 on Inquiry Card. 

TICKET SALES can be part 
of the service the sporting 
goods department can offer cus- 
tomers. Details on how to be- 
come a ticket agent for the 
Olympic Winter Games can be 
easily obtained by Circling 
Number 188 on the Inquiry 
Card. 

DAILY TICKETS to _ the 
Games are $7.50 and entitle the 
holder to all events except the 
inside ice arena. A dozen events 
take place each day, plus the 
endless practice sessions and 
warm-up periods before events. 
Season tickets for the 11l-days 
are $60 for the Valley ticket 
and $200 for the reserved arena 
ticket. 

TRANSPORTATION to 
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Squaw Valley by bus, train, air 
or car is offered to the specta- 
tors. Parking for 12,000 cars 
on a parking lot of compacted 
snow and sawdust is available 
to those who will drive. Emer- 
gency road service will be avail- 
able by the California State Au- 
tomobile Association. 

HOUSING can be arranged 
with Olympic Organizing Com- 
mittee or directly with hotel 
and motel owners. Rates have 
been agreed upon not to exceed 
$10 a day per person. The aver- 
age has been running $8.50, at 
this time. 

WINDOW DISPLAYS and in- 
store displays should include 
the usual winter sports equip- 
ment, but special emphasis 
should be placed on items for 
spectators. Hand warmers, 
boots, gloves, car robes and sun- 
glasses are suggested. Skiing, 
skating and hockey equipment 
with accessories are a must in 
a display. 

A NEW SPORT will be intro- 
duced to Americans at the 
Olympics. It is the Biathlon, 
which is popular in the Scandi- 
navian countries. Competitors 


ski on a 32-mile course carry- 
ing a rifle. Targets are placed 
at intervals and the skier must 


fire from each station. Every 
miss adds two minutes to the 
competitors time. Check your 
firearms wholesaler, he should 
be able to give you more infor- 
mation. Should the Biathlon 
catch on in this country, rifles 
and skis may be sold together. 

NOW IS THE TIME to take 
advantage of this winter sports 
spectacle to be staged here in 
the West. As was stated be- 
fore, an opportunity such as the 
coming Olympic Winter Games 
should not be missed by the 
sporting goods department to 
tie-in a merchandising campaign 
on winter sports. 

The free Olympic Games ma- 
terial can help you in dressing 
up a window display. Advertis- 
ing saluting the Squaw Valley 
event and letting your prospects 
know that your sporting goods 
department is headquarters for 
winter sports equipment can 
help you sell more in 1960. 
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Western 
Fishing Line 
Names Rep 


Jim 


McMahon 


GLENDALE, Calif.—Western Fish- 
ing Line Co., has recently appointed 
Jim McMahon as dealer sales repre- 
sentative. He will also be a member 
of Al Fisher & Associates, working in 
the metropolitan Los Angeles area. 
McMahon will undertake extensive 
dealer promotional work on Western’s 
“W-40” and “W-80” fishing lines. 


Arbogast Names Bailey 


SEATTLE — Jud Bailey, former 
salesman for Nate Buel, will repre- 
sent Fred Arbogast Company, Inc., 
Akron, Ohio, in the Northwest. In 
addition to Arbogast fishing lures, 
Bailey will handle Ashaway lines and 
Fenwick rods. His headquarters will 
be 20815 Eighth Avenue South, Seat- 
tle 88, Wash. 


New Trapshoot Record 


Arnold Riegger, Castle Rock, Wash- 
ington, set a new world’s record at 
the 1959 Grand American Trapshoot, 
Vandalia, Ohio. He broke 1,421 
straight 16 yard targets. Riegger also 
broke the old unregistered record of 
Joe Hiestand who had 1,404 in 1938. 


Pflueger 
Names 
Sales VP 


Cecil A. 
Wallace 


Management changes have been 
made at The Enterprise Manufactur- 
ing Company, it was announced by 
John S. Pflueger, president and chair- 
man of the board. Cecil A. Wallace 
has joined the company as vice pres- 
ident-sales. He will replace Howard J. 
Bean who takes over the Florida 
sales territory. Wallace was formerly 
with South Bend Tackle Company 
for 13-years as vice president of sales 
and advertising. 


Orth is New NRA V.P. 


Franklin Lewis Orth assumed the 
post of executive vice president of the 
National Rifle Association of America 
recently. Orth, a Milwaukee attorney, 
had been serving as Deputy Assistant 
Secretary of the Army for Manpower, 
Personnel and Reserve Forces since 
July, 1954. He has 18 years of gov- 
ernment service. 

Orth fills the position left vacant 
by the death of the late Lieutenant 
General Floyd L. Parks, last March. 

He intends to use his experience 
and knowledge of national defense ac- 
tivities to encourage individual pre- 
paredness among civilians in the 
event of war. 


LAWN MOWER ENGINE AND OUTBOARD MOTOR 


COMBINATION PACKAGE of engine and matching lawn mower and out- 


on 


board motor assemblies is now available. The engine from the rotary mower 
can be easily direct-connected to a standard propeller assembly by using 
simple hand tools in a matter of minutes. Believed to be the only convertible 
“Outboard Mower” now in production, the entire unit weighs only 43 pounds. 
The engine is rated at 2! hp. A 14-foot boat was propelled with three men 
at speeds from four to seven miles an hour. With a crew of one, the boat 
was capable of eight to ten miles an hour. The combination package of mower 
and outboard will retail at about $150.00. This is comparable to the price of 
an outboard motor alone. For further information Circle Number 189 on the 


Inquiry Card in this issue. 
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FAST-SIGHTING shotgun aperature 
has large picture so shooter’s eye 
goes automatically to center for ac- 
curate sighting. Aperture is said to 
have excellent light-gathering ability 
in poor light conditions. Target is 
clear and distinct. — Williams Gun 
Sight Co. 
For Details Circle 181 on INQUIRY CARD 


GIFT BOX for fishermen has 12 hand- 
tied dry flies in popular patterns and 
colors on size 12 hooks. Five Rocket 
Tab Wobblers in assorted colors and 
five plated gold, copper and silver 
finish spinners. Each box is re-usable 
plastic—Baker’s Tab Wobblers 
For Details Circle 184 on INQUIRY CARD 


“INSTANT” hip boots pull over the 
shoes. Lightweight boots are made of 


pure gum rubber which stretches. 
Trac-To-Tred soleing is tractor tire 
design for non-skid protection three 
ways: forward, backward and side- 
ways on mud or moss.—So-Lo-Marx 
Rubber Co. 


For Details Circle 183 on INQUIRY CARD 
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SPORTS NEW PRODUCTS 





SHOTGUN-SHELL-RELOADER will 
punch out old and insert new primer, 
load, wad, crimp, and eject shell in 
35-seconds, claims company for this 
Texan Loadmaster. Available in 12, 
16 and 20 gauge shells with two dif- 
ferent load capacities.—Sovereign In- 
struments Co. 
For Details Circle 182 on INQUIRY CARD 


“ADIRONDACK” HUNTING COAT 
for wearing over insulated underwear. 
Double front and back gives extra 
protection. Features combination side 
and handwarmer pockets with flaps, 
zipper front and snap cuffs. Easy-to- 
clean game pocket on back. Utica 
Duxbak Corp. 
For Details Circle 180 on INQUIRY CARD 


GIFT PACK includes one dozen or 
half-dozen golf balls and putting cup. 
MacGregor Par-Maker golf balls have 
liquid center. Putting cup is green 
durable plastic. “Gift to Good Golf” is 
decorated in green, white and gold 
Gift is specially priced at cost of 
balls only. — Draper-Maynard Com- 
pany 
For Details Circle 172 on INQUIRY CARD 


SPORTS MERCHANDISING—— 


WIRE RACK DISPLAY for minimum 
inventory of outboard B.P. marine 
paint. Display has novel color selector 
that enables customers to see and 
choose the color he desires by turning 
the wheel. Rack is 36 inches high. 
—Marblehead Div. The Wilbur & Wil- 
liams Co., Inc. 
For Details Circle 192 on INQUIRY CARD 


“DEER COY” DISPLAY for Jon-E 
deer lure is available in two sizes. 
Counter display is in four-color. One 
unit holds six bottles and the other 
one bottle. “Deer Coy” is designed to 
be used with the Jon-E hand warmer. 
—Aladdin Laboratories, Inc. 
For Details Circle 193 on INQUIRY CARD 


MARINE HARDWARE in skin-pack- 
aging for self-service merchandising. 
“Presto Pac” item is clearly visible. 
Items can now be displayed where 
“impulse buying” results. — Presto 
Lock Company 

For Details Circle 190 on INQUIRY CARD 
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INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 
room a care is taken to index correctly and no allowance will be made for errors or failure to insert) 
carries a 
G t Note: Figures in parentheses () refer N 
+ . 
uaran ee - Inquiry Card Number which can be National Housewares Manufacturers Asso- 


circled on inquiry card on page 48 ciation 





when desiring further information National Manufacturing Co. 


about advertisement. National Screw & Manufacturing Co. 
Second Cover 


Nicholson File Co. 


ier |—~—- 
FREEWAY 
a | n 


Colorado Fuel & Iron Corp. 


Ox Fibre Brush Co., Ine. . 


Proen Products Co. 


Plastic snanee oe ee 
All-Purpose ; 


Bro Diamond Tool & Horseshoe Co. (1) Quick Manufacturing, 
Front Cover 


No other manufacturer offers a 

specific guarantee ... and no 

broom is a genuine FREEWAY“ Red Devil Tools 
unless it carries the registered 
FREEWAY ® symbol. 


FREEWAY ® Duratex Plastic 
All-Purpose Brooms outlast con- 
ventional brooms 3 to 1... sweep 
cleaner wet or dry .. . are imper- 
vious to commonly used petro- 
leum and caustic products. Order 
your supply today in self-dis play- 
ing cartons that sell on sight. 

, Tubbs Cordage Co. 


Fuller Tool Co. 


Slaymaker Lock Co. 
Southern Screw Co. 


Gilson Brothers Co. 


John H. Graham & Co., 
Back Cover 


Gries Reproducer Corp. .......... swe Oe 


O. P. Link Handle Co. 
Val-A Company 


Victor Saw Works, 


st 
Ww 
Marshalltown Trowel Co. 


Robert E. Miller & Co., Inc. ~ ® Weber Showcase & Fixture Co., In 


A AMERICAN Molly Corp. .... . tae eee ‘ Western Merchandise Mart 
PUSH BROOM co. Moore Push Pin: Co. es 4 Wilshire Manufacturing Co. 
on 
i 


114 Fern Street 
San Francisco » ORdway 3-8891 


For Details Circle 25 on INQUIRY CARD 
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For Details Circle 26 on INQUIRY CARD 
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For Details Circle 27 on INQUIRY CARD 


NOW in a new plastic squeeze bottle 
TEHR-GREEZE white fabric cement 








Same high quality patching cement in a handy 
plastic squeeze bottle that eliminates messy paddles, 
brushes, and waste. Easy to apply . . . Tehr-Greeze 
patches and repairs any material it can penetrate. 
Thousands of uses. Sold by leading jobbers and 
dealers everywhere. Comes in 2 o2., 6 oz. and 16 
oz. plastic bottles. Also packed 
from 2 oz. to | gallon in glass. 
Write for prices and literature. 


Come in attractive 3-color 
counter display carton. 
(12 to a package) 


VAL-A COMPANY 


700 W. ROOT ST. CHICAGO 9, ILL. YA-7-9442 


ewe 


For Details Circle 28 on INQUIRY CARD 











1959 WESTERN WHOLESALERS’ DIREC- 
TORY includes 185 wholesalers located in 63 
cities in 12 of the Western States. This 16- 
page annual directory gives valuable informa- 
tion about general line and specialty whole- 
salers who serve the retail hardware field. 
Each listing includes executives, territory 
served, types of merchandise handled, special 
sample display rooms, specialty salesmen and 
special services offered. Price $1.00. Send 
check to HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San Francisco 
3, Calif. 











For Details Circle 29 on INQUIRY CARD 
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For Details Circle 30 on INQUIRY CARD 








HARDWARE CATALOGS 


Compiled — Prepared — Produced 
Specialists in Hardware cataloging. 
Write, phone or wire for information 
CATALOG GROUP, 420 Market 
Street-—San Francisco, Calif. 


1959 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 
about general line and specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $1.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 


SOUTHERN CALIFORNIA 
FOR LEASE ardware busi- 
ness in choice location on Highway 66, 
San Bernardino, California. Clean 
stock, Hardware, Plumbing, Electrical, 
Paint, Sporting Goods. $30,000 in 
stock and fixtures — Building 36 by 
100, has attached 2 bedroom apt. 
Warehouse in rear 25 by 45. Unlimited 
possibilities for husband and wife. 
Established for 14 years. ADDRESS: 
1286 North Mt. Vernon, San Bernar- 
dino, California. 





FOR SALE 

RETAIL LUMBER YARD, GEN- 
FERAL MERCHANDISE STORE 
AND BOX FACTORY by owner who 
wishes to retire. Inventory near $40,- 
000. $15,000 with security for balance 
will handle. Will consider lease. Clo- 
verdale Lumber & Supply Co., P. O. 
Box 215 Clove rdale, California. 








Announcements in this section are inserted at the rate of twenty 
cents per word, including address or box number, with a minimum 
charge of $5.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








ITIES 


WANTED 

Young man wanted by Manufacturers’ 
Representative selling wholesale hard- 
ware and industrial supply houses in 
Southern California. To learn busi- 
ness. Preference given to party with 
some knowledge in above mentioned 
fields. All correspondence confidential. 
Address Box 958, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 





Where's The Number? 


Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omitted at 
the bottom of an ad. To find the inquiry 
number check the INDEX TO ADVER- 
TISERS on Page 62 of this issue 











Wie Hamoware 








While you're putting together your 
easy-to-assemble model, mind if I eat 
lunch? 


BOOK FOR SALESPEOPLE 


CHINA AND GLASS by H. Q. Wil- 
son, a 56-page book which reveals 
historical background, manufacturing 
methods and merchandising of pot- 
tery, dinnerware and glassware. Ex- 
cellent sales reference for sales peo- 
ple. Special price $.25 each. HARD- 
WARE WORLD SERVICE BUREAU, 
1355 Market Street, San Francisco 3. 





LAYOUT SHEET .. . Graph lay- 
out sheet scaled 4” to the foot, large 
enough to accommodate a 50 x 100 
foot retail floor plan, is helpful in 
planning a new store or rearrange- 
ment of floor fixtures. Fifty cents 
each. Send order or check today to 
HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San 
Francisco 3. 





New V.P. At Landers’ 


The board of directors of Landers, 
Frary & Clark elected Leo A. Milew- 
ski to the newly created post of vice 
president for product quality control 
and service. Milewski has been with 
the firm 30 years. His most recent po- 
sition was manager of manufacturing 
of the New Britain plant. 


Kentile Names Rep 


PHOENIX, Arizona — Hennigan- 
Flanagan of Texas, Inc., have been 
appointed El Paso, Texas distributors 
of the complete line of Kentile floor- 
ing products. Hennigan-Flanagan are 
also distributors in Phoenix. 


Kwikset Appoints Rep 
ANAHEIM, Calif—Dan J. Galli- 
netti has recently been appointed as 
customer relations representative for 
Kwikset Sales and Service Company. 








Furmture Rest — Pintle Type 











Adjustable Rubber 


Cushion Glide Bakelite Furniture Rest 

















Monopoint Glide 


Bakelite Caster Cup 





RUBBER CUSHION GLIDES 
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Wonderful for all wood 
and metal furniture. 
Glide softly, silently, 
smoothly. Set of 4 on 
a 3-color card. 6 Sizes, 
5", %”, 1", 11/16", 1%", 1%", 


PROMPT SHIPMENT 


ROBERT E. MILLER & CO., INC., 
35 Pearl St.. New York 4, N. Y. 


For Details Circle 31 on INQUIRY CARD 






Ask your jobber, if he is not supplied, wr, 








Set of 4ina 
3-color Box, 


12 Boxes in Rubber txpander 


Tubular Glide 
Upholstery Nail 





1" , mive” . 
%” 








Rubber Adjustable Tubular 


Thumb Tack Crutch Tip Spring Type 











HARDWARE WORLD 
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SCREW 
COMMON 





CF<I Ring and Screw Shank Nails... 
drive easily, yet hold extra tight 


The Image of CF«&lI is your assurance of quality 
steel products. This is particularly true in such 
specialty items as ring and screw shank nails. 

Regular, annular hold-tight threads impart a 
locking action to CFaI Ring Shank Nails that 
makes them ideal for Gypsum Wall Board, 
plywood subfloorings, shake siding and similar 
applications. 

Special long-pitch screw shanks mean CFelI 
Screw Shank Nails can be easily hammer-driven, 
yet actually increase their grip in hardwood 
flooring, pallets, etc., as time passes. 


CFel Ring and Screw Shank Nails can be 
hardened by a special oil-tempering process... 
are available in a variety of heads and points... 
are furnished in bright, cement coated, blued, 
and galvanized finishes... are shipped in handy, 
easy-to-use 5, 25, 50 and 100 pound containers. 
The standard 50 pound carton with convenient 
hand-holes is shown. 

Like all other CFa&I Nails, ring and screw 
shank types are available for quick delivery from 
adequate stocks through your local supplier or 
CF «lI sales office nearest you. 7018 


THE COLORADO FUEL AND IRON 


Albuquerque + Amarillo - Billings - 
Lincoln + Los Angeles - 


CORPORATION 


Boise » Butte - Denver + El Paso +» Farmington (N.M.) + Ft. Worth » Houston - Kansas City 
Oakland * Oklahoma City + Phoenix + Portland + Pueblo + Salt Lake City - San Francisco 
San Leandro + Seattle * Spokane + Wichita 

For Details Circle 32 on INQUIRY CARD 




















Ask your jobber about these fast moving cordage 
items...they are all proven sellers, all pack- 
aged and priced to help you sell more this Spring. 












100% NYLON 
STARTER CORDS 


One of our biggest sellers 
This market is terrific. 
power mowers and outboards 
need replacement Cords. Be 
sure you have them this 
Spring 


KITE TWINE 


Don’t miss this business. Nice 
counter display. Cord is 
wound on red, white and blue 
tubes. Looks very sharp and 
really sells 


BRAIDED 
MASON’S LINE 


_ This is another year ‘round 
~~ . % item. Mason’s line, awning 


Ne cord, balance cord, fish string- 
s- 







ers, venetian blind cord, dra- 
pery cord, dryer cord, etc. Try 
it for Spring Sales 


NYLON SEINE 
TWINE 


Top quality, priced right, ready 
to go for Spring. This item 
moves from March till frost 
and some places longer. Ask 
your jobber for King Cotton 
brand 






100% NYLON 
BRAIDED ROPE 
RACK 


Big sell in small space. This is 
the easy way to get into the 
Nylon Rope Business. Display 
rack is free with initial order 
for 4 or more spools 
















{ Ki Cotfon "7 / 
CHALK, 
auoys 


STRE~ any 


~ 







CHALK LINE 


This is a year ‘round seller... 
there’s always chalk line busi- 
ness. Spring helps, ‘cause 
folks need lay-out line, tie- 
back line, etc. Be sure you 
have this on your order. 






















HANDY CLOTHS 


These are perfect for all the 
Spring clean up chores. Spread 
out and load it up with leaves, 
weeds, cuttings and the win- t a 
ter debris. Then drag it off to 

the back lot. 



















GREEN GARDEN 
JUTE 


We do a big volume in this # 
every year... it's a natural for 
Spring and Summer Sales. 
Order now, bulk packed or in 
SNAP-SACKS. 
























































